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Profits from the Desire to Play. By M. E. Wyckoff 


Summer is almost upon us and with it comes the season for outdoor sports. This article gives some 
valuable suggestions to the hardware merchant regarding the handling of sporting goods during that 
season or any other season. " 


Digging for Business with Garden Tools... 


We are in the midst of the planting season, but we assume that there are some stores that are not making 
the most of it. That’s why this helpful story is to be found in this week’s issue. 


Increased Efficiency Multiplies Tire Sales. By P. P. Pinto 


Hardware merchants are always looking for information regarding the best ways of selling the lines they 
carry. If any are desirous of finding out anything regarding the handling and selling of tires, we would 
advise turning to page 67. 


All Seasons Are Open Seasons for Toys... .. 


Time was when the Christmas holidays were held to be the toy season, but the season has now expanded 
to one of twelve months’ duration. And this article proves it. 


Hardware Firm Starts Building Boom. 


The Kingsville Lumber Co., Kingsville, Ter., premerone @ co-operative movement which has resulted in a 
decided increase in building operations. Read this over and see how it was done. 


Why Delay Prosperity? By Alvan T. Simonds ......... 


The president of the Simonds Manufacturing Co., Fitchburg, Mass., discusses some of the things that are 
delaying a return of good times and suggests remedies. 


Don’t Carry Your Aggressiveness Too Far. By B. J. Munchweiler 


Another helpful instalment of the series devoted to the interests of the retail hardware salesman, 


Turning Charge Accounts Into Cash Customers. By H. P. Aikman 


A number of mighty valuable suggestions regarding the proper way to handle the customer who says, 
“Charge it.” 


Regular Departments 


Coming Hardware Conventions In the Morning’s Mail 
se tseve , Notes of the Retail Hardware Trade 
ashington News ‘ New Goods and Novelties 


Motor Accessories 
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Why Not Buy Them Direct and Make 
A Better Profit On Each Sale? 


Given equal quality, the next important consideration in purchasing 
is price. And this is one of the advantages our franchise brings to 
you. 


NATIONAL quality is just as high and the price is low because of 
our policy to sell only direct to the retail trade. 


Why not avail yourself of this important privilege—to buy direct 
at a saving and sell at increased profit? Our light, narrow butts are 
made in a wide variety of sizes and packed one pair in an envelope, 
one dozen pair in a carton (with screws) in all the standard finishes. 


Try them once and you'll soon be back for more. 


National Manufacturing Co. 
Sterling Illinois 
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Profits From the Desire to Play 


Sporting Goods Offer the 


of Revenue During 








expression to be heard these 
days whether it be on the 
vacant lot or on the professional dia- 


SG Prew BALL” is a common 


mond. If one stops to consider it, 


By M. E. Wyckorr 


the word “play” is one of the im- 
portant ones in our vocabulary. Of 
course children would “rather play 
than eat,” as the old saying has it, 
but we have a feeling that a man or 


Hardware Merchant a Field 
the Outdoor Season 














woman never gets too old to enjoy 
play. If they can not participate you 
will at least always find them very 
interested spectators. 

Without question there is some- 



































Everything in the nature of swmmer sporting equipment may be found in this window of the Morehouse & Wells Co., Decatur, 


Ill. The flower-covered lattice adds distinction to the display 


which contains similar distinctive effects 
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Above is a baseball display recently used by the same firm 
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thing in the human make-up that 
gives us the desire to play. There 
is a good reason for this too. Even 
the old adage says, “All work and no 
play makes Jack a dull boy.” People 
must play in order to counterbalance 
the cares and worries connected with 
work. Some people get so dignified 
that they call it recreation, but it is 
play just the same. Whatever the 
name may be, it is certainly neces- 
sary for us to get away from our reg- 
ular routine duties from time to 
time. An absence from the humdrum 
existence of our daily lives brings 
us back to work with renewed energy 
and clear heads, anxious to, plunge 
again into the perplexities which 
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which we play. A hardware mer- 
chant works just as hard, if not hard- 
er, than any other merchant, and he 
finds the need of play and recreation 
as well as other people. He is all 
the more competent to judge what 
merchandise his customers need in 
order to pursue their recreation and 
sports. - 

In almost any town you will find 
that the hardware store is the local 
headquarters for sports. Just as the 
community is supplied with the thou- 
sands of things for the building of 
the home and its upkeep which have 
raised it to the high level not equalled 
in any other land, so is this same 
community supplied with the mer- 
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hardware store in this land for a 
good line of merchandise that will 
give play, recreation, sport, health 
and happiness to the people. The 
hardware merchant owes it to his 
community because as they prosper 
he makes gains. 

America will play, that is an es- 
tablished fact. The entire country 
is intensely interested in sports. One 
look at any daily paper will show you 
that. A casual glance at any vacant 
lot will further convince any man 
that warm weather makes the chil- 
dren and the grown-ups get out and 
indulge in some kind of sport. 

American people play more and get 
more real fun and enjoyment out of 














The Nicholas Hardware Co.. 


Oak Park, Ill., appeals to sport lovers of all ages with. this display. 


Baseball and tennis goods 


appeal to the older spectators, bicycles to the boys and express wagons to the children 


surround us as we toil for our bread 
and butter. 


The Desire to Play 


Animals have a primitive instinct 
to play and this is especially true 
of the younger ones. Children have 
many primitive instincts and desires 
in common with animals, and it is 
natural for them to desire to play. 
Grown men and women do not lose 
these tendencies, and it is only nat- 
ural to find them playing, although 
they may do it differently than do 
the children. 

The hardware store supplies mer- 
chandise necessary to our existence, 
and it also supplies the things with 


chandise that makes better men and 
women of the boys and girls. The 
youth of America is unequalled in 
any country, and it is due largely 
to play and the necessities of life 
as well as the playthings that come 
from the hardware stores of the 
country. 

Health, wealth and happiness are 
the three big returns from the sale 
of sporting goods and toys. The re- 
turns are mutual for they are made 
to both the dealer and the consumer 
in like proportion. Sporting goods’ 
sales come at a most opportune time 
and help hold up the sales of other 
lines which have dropped off due to 
the season. There is room in every 


life than any other people on the face 
of the globe, and the hardware man 
who does not supply them with the 
things to play with is certainly ignor- 
ing a fine line of profit that someone 
else is putting into his cash register. 


Baseball the Leader 


The methods used for recreation 
and play vary just as_ individual 
tastes vary. It is safe to say, how- 
ever, that more people are interested 
in baseball than any other sport. 
Golf is trying to run it a good sec- 
ond but the ball, bat and glove still 
lead the race. There is an automatic 
demand for baseball goods, but this 
demand can be considerably in- 
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This shows the way in which the Morehouse & Wells Co. went over the top during National Baseball Week, April 1-8 Vo 
devotee of the diamond could pass this window without stopping and investigating 


creased. Some merchants figure on 
buying enough to “take care of the 
trade.” If that means that only 
enough is purchased to take care of 
the ordinary demand then that mer- 
chant is walking right past dollars, 
because he is not trying to complete- 
ly supply the demand and create new 
business. 

A certain firm near Chicago 
bought an exceptionally large supply 
of fishing tackle and baseball goods 
this year. When it realized that the 
season was late in opening and that 
buying was slow it became alarmed 
and was almost ready to say it was 
whipped. The firm thought that it 
would have to take a loss and carry 
over a large amount of stock in the 
bargain. However, it began an ac- 
tive campaign and directed its efforts 
toward making sales in quarters 
from which business had not come 


before. It pushed these lines and 
the. result, at the writing of this ar- 
ticle, is that it has completely sold 
out certain lines and is frantically 
wiring for additional stock. Once 
the ball got started rolling there was 
no stopping it. 

This season has been particularly 
good and some lines have been com- 
pletely exhausted. Roller skates have 
gone like wild fire. While some lines 
have been slow, on account of high 
prices, the general consensus of 
opinion is that this season will end 
up as a record breaker. 

The finest feature of the whole line 
is that it can be sold in good quanti- 
ties as long as people can stay out of 
doors comfortably. Even when the 
cold days come there are other lines 
adaptable to winter sports. There is 
an all year ’round demand and it is 
rare for any kind of business to have 


any line that is required throughout 
all of the twelve months. 

We are offering with this article 
several pictures of attractive window 
displays which should serve as an 
inspiration to any hardware mer- 
chant. The two from the Nicholas 
Hardware Co., Oak Park, IIL, are 
very interesting and required no spe- 
cial equipment. The bicycles in the 
center give just the right view and 
very few people can pass a bright and 
shiny bicycle. The tennis rackets 
and the flags set off the top part of 
the display and the floor of the win- 
dow is attractively covered with 
balls, bats, gloves, nets, watches, 
safety razors, etc. In the one win- 
dow there were two shields which 
had been awarded to a local team. 
One of the shields was presented by 
the Nicholas Store and the other by 
the local paper. Things of this kind 
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And, last of all, we see the way in which this firm appeals to the camping urge. 


After looking at this display it’s a pretty 


safe bet to guess where Decatur people buy their camping outfits 
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are great good will builders and good 
will always results in increased 
business. 

Several other illustrations of dis- 
plays are offered from the retail store 
of Morehouse & Wells, Decatur, IIl. 
Two of them deal with baseball goods 
and attracted considerable attention. 
The one window with the large dia- 
mond in the background was on dis- 
play during National Baseball week, 
April 1 to 8. This was a most op- 
portune time to put the window on 
display as it connected up with na- 
tional publicity, and further served 
to remind the people of Decatur 
where to get their outfits. Another 
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cause the various articles displayed 
appeal to any vacationist or sports 
loving person. He sees something 
in the window that he needs and after 
he has looked over the window he 
knows just where he will make his 
purchases. 


Supplying Auto Campers 


The automobile has become a great 
factor in American life and is now 
used extensively in vacation and 
pleasure trips. The automobile own- 
er gets his tires and -accessories at 
the hardware store and he should 
also get his camping equipment 
there. An extremely large percent- 
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worthy of note. A man started out 
on a trip from a state east of Illinois 
and passed through some towns that 
were many times larger than De- 
catur, Ill. Each place he tried to get 
an outfit and failed, and when he got 
to Decatur he was delighted to find 
just what he wanted. He happened 
to be going west and said he had ex- 
perienced so much difficulty in get- 
ting what he needed that he thought 
that if he could not get what he 
wanted at Kansas City he would have 
to give up, so he was doubly pleased 
to find what he wanted so early in the 
trip. The sales to this one man 
amounted to something over $150. 
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Baseball, tennis, cycling and croquet enthusiasts find their time well spent in looking over this window of the Nicholas Hardware 


Co. 


display shows fishing tackle, bathing 
suits, some baseball goods, tennis 
rackets, boxing gloves, golf clubs, 
camp stoves, vacuum bottles and 
hand axes. Everything in this win- 
dow appeals to the vacationist. It 
is more of a window of suggestion 
than one to show complete lines. It 
merely draws trade to the store be- 


Golf, tennis, 
thousands. 


outdoor life. 


"HE playtime season of the year is fast approaching. 
be here and people will begin to work a little easier and play a little harder. 
baseball, swimming, boating—all have their devotees by the 

Sporting equipment, by reason of the fact that it is subjected to 

exceptionally hard usage, lasts for but a limited period, and it is up to some 

one to replace worn-out equipment or furnish new articles for the lovers of 

If there is any logical reason why the hardware merchant 

should not do this we have not as yet heard it. Go after this business, for it 

is yours for the asking. 


age of automobiles on long trips 
carry complete outfits. One day on 


the “Ocean to Ocean” trail we tried 
to count the machines that carried 
camping and cooking outfits with 
them, but they came so fast that we 
gave it up. 

The window of Morehouse & Wells 
appealing to the auto camper is 


Warm days will soon 


Although there are many articles shown, the symmetrical arrangement eliminates the suggestion of crowding 


As the result of numerous similar 
experiences there is no man living 
that can convince Dean L. Johnson, 
the manager of this store, that auto 
campers’ supplies do not pay. Inci- 
dentally this section of Illinois is not 
particularly blessed with hard roads, 
yet sales from these goods run into 
good profits, regardless of that fact. 
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Digging for Business 
With Garden Tools 


Birkenmeier & Kuhn Co., 
Newark, N. J., Located in 


a Densely Populated 
District Has Built Up 


an Excellent Busi- 


ness in Garden 


Supplies by 


Catering to 
the Needs 


of Home 





Effective use of lattice work and wire fencing has made this garden tool window of 


Birkenmeter & Kuhn Co. well worth looking at 


rWNHE Birkenmeier & Kuhn Co., 

Newark, N. J., has built up a 

business in garden essentials 
during the past few years in which 
the yearly sales average $30,000 to 
$40,000. In other words, this firm 
carries a stock of garden essentials 
that amounts approximately to $10,- 
000, which it turns over from three 
to four times annualiy. 

Although a large percentage of the 
Birkenmeier & Kuhn Co. garden es- 
sential business is retail, it has devel- 
oped a unique sales system which is 
worth attention. The greater part 
of this firm’s business is in builders’ 
hardware. Salesmen call day in and 
day out on contractors, architects 


and realtors primarily to sell build- 
ers’ hardware. 

During the spring when they are 
engaged in selling builders’ hard- 
ware, tools, contractors’supplies and 
kindred lines to contractors and 
builders these salesmen always make 
it a point to introduce the subject of 
lawn seed, garden tools, wire cloth, 
lawn rollers and similar merchandise 
into the conversation. 


Getting Contractors’ Business 


As a result many contractors have 
been induced to purchase various 
quantities of lawn seed and garden 
essentials in order to complete the 
jobs they were working on in such a 


Builders 


way that the suburban houses would 
be more attractive to possible home 
owners, and thus, perhaps, “bring a 
better price.” 

Very often, of course, the contrac- 
tors would not listen to the persua- 
sion of the salesmen. In such an 
event the next move on his part 
would be to find out the name and 
address of the gardener or florist 
who had received the job of laying 
out the lawns around the newly built 
houses. 

A call would then be made on the 
gardener or florist to interest him in 
special bargains of seed, tools and 
general equipment. Birkenmeier & 
Kuhn Co. has been successful, in 


An old-time picket fence, an arbor and an abundance of flowers have added a springtime touch to this display of garden essentials 


of the T. B. Rayl & Sons Co., Detroit, Mich. 
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This 


window of 
Birkenmeier 
é Kuhn Co. 
features 
carborundum ° 
in its 
various 
forms and 
keeps the 
suburbanite 
mindful 
of the fact 
that his 
tools need 
sharpening 
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carrying out this policy to a surpris- 
ing degree. 

Located in a rather congested sec- 
tion of Newark, where interest in 
garden equipment is of necessity 
small, this firm has built up a busi- 
ness in what is practically a_ su- 
burban line by going outside for 
business. In spite of the fact that 
comparatively few customers in the 
immediate neighborhood of the store 
have any interest in garden tools, 
sprinklers, lawn rollers 
goods, Birkenmeier & Kuhn Co. in- 
stalls attractive and concentrated 
window displays of this line of 
goods. 

Charles Voll arranges the windows 
for the company and as will be seen 


and wire 
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in the accompanying illustrations he 
nas the ability to arrange displays 
that are distinctive. Perhaps some 
will wonder why this company uses 
window space to display a line of 
goods which people in the neighbor- 
hood are relatively uninterested in. 
The reason is this: Birkenmeier & 
Kuhn Co., as has been stated before, 
does an exceptionally large builders’ 
hardware business. Practically the 
entire second floor of the building it 
occupies is given over to sample 
rooms, where a salesman can take a 
contractor or home builder and dis- 
cuss in comfort the various kinds of 
builders’ hardware required for 
some particular building. 

It was a happy thought of Charles 
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Charles Voll, 
who is 
in charge 
of displays 
for this 
firm, 
showed 
excellent 
judgment 
in the 
manner in 
which he 
arranged 
this 
worth-while 
window 





Voll’s to install one window of garden 
equipment and then to arrange its 
companion window with carborun- 
dum sharpening stones. Every time 
an edged tool is sold the salesmen 
suggest how to keep it in good con- 
dition. 

The Warner Hardware Co., Min- 
neapolis, Minn., also does a_ very 
large business in garden supplies of 
all kinds, and the display which it 
arranged recently and forwarded to 
us, is well worth studying. 

Similarly the display of garden 
equipment in the window of T. B. 
Rayl Co., Detroit, Mich., although 
more pretentious and more artistic 
in detail shows a quantity of mer- 
chandise without overcrowding. 





Shovels, hoes, grass seed, garden hose, lawn rollers and mowers are featured by the Warner Hardware Co., Minneapolis, Minn., 
in a display which covers all the steps necessary to making a lawn 
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Increased Efficiency Multiplies Tire Sales 


Advertising, Display, 
Service and the 
Right Kind of Records 
Will Bring Profits 
to the Merchants 
Carrying This Line 
of Automobile 


Essentials 


By P. P. PINTO 


OT so many years ago it was 
| \ considered good practice’ in 

some lines of business to over- 
charge, to work off an inferior prod- 
uct on a customer or to make an ex- 
orbitant profit on a sale. To-day 
business men realize that a mer- 
chant becomes successful only as a 
result of treating his customers 
fairly and squarely. Give your cus- 
tomer every consideration in the 
matter of price, quality and satis- 
faction and you have made him a 
steady patron. Give service—make 
it easy to buy and your business in- 
creases periodically. Give your cus- 
tomer what he wants and let him 
know you carry everything he needs 
in your line—whether it be nails or 
staples, paints or tires. 

In recent years the advent of the 
hardware merchant into the tire 
and auto accessories line has been 
the means of additional profit even 
though it has sometimes meant that 
he has had to learn a new line of 
merchandise. Yet, selling is selling 
—and the same principles underlie 
the sale of tires and door knobs, 
screws and sandpaper. You must 
know how to sell—by- advertising 
and by display, whether on the store 
floor, over the counter or in the win- 
dows. And you must know what you 
have in stock at all times. Every 
year hundreds of hardware dealers 
add a tire and accessory department, 
either in order to keep up with com- 
petition or to fill a real need of their 
trade, and incidentally to make the 
increased profits which this line 
brings. However, a success won’t 
be made of tires and accessories un- 





A maximum amount of auto essentials may be shown in a minimum space, as 
may be seen by this display of Graff Bros., Pittsburgh, Pa. 


less you give them the attention they 
need. If you’ve used slip-shod sales 
methods (or no methods at all) in 
your store for years, forget them 
and apply modern principles of dis- 
play, advertising and stock-keeping. 
Use Your Windows for Display 


Take your window as an example. 
In a recent issue of HARDWARE AGE 
an advertiser illustrated his product 
and headed the advertisement, “Well 
displayed is half sold.” An old axiom 
’tis admitted, yet just as true as the 
first time it was uttered. Too many 
hardware stores fail to take advan- 
tage of their one best bet for tran- 
sient trade—their show windows. 
You have undoubtedly seen _ illus- 
trated in these columns hundreds of 
attractive displays—almost anyone 
of which could be used by you with 
slight modifications in your own 
store. Remember, no one can realize 
the extent of your stock unless your 
windows display some of the lines 
you carry, and the quality of your 
stock is frequently judged by the 
tone of your displays. 

Remember, keep your window dis- 
plays seasonal; change them fre- 
quently; make them simple and do 
not attempt to show too many as- 
sorted lines of merchandise—and 


keep the window clean. 





Keep your store neat, cheery and 
clean and arrange the stock so that 
it presents an orderly appearance. 
See that each article is in its proper 
place and that each is labeled if nec- 
essary. Keep the show cases, coun- 
ters, shelves and aisles clean and 
neat and don’t forget to keep the 
glass and metal trim polished. 

Tires and accessories can easily be 
sold if properly shown. On the show 
cases or counters there should be dis- 
plays of accessories and show-cards 
to call attention to the line of: tires 
you carry. A small banner conspic- 
uously hung from the ceiling and a 
card or two on the counters will con- 
veniently serve the purpose. 

On the floor, near the accessories 
counter, should be a rack or stand 
containing about half a dozen differ- 
ent sized tires. A rack for this pur- 
pose is shown herewith and should 
serve as a good tie-up with the coun- 
ter cards or banner. Tires and ac- 
cessories hidden in dark corners or 
in the stock-room won’t sell very 
fast. Give them a prominent loca- 
tion and let your customers see what 
they look like. Having these articles 
in stock means nothing unless you 
know what and where they are— 
their quality, use and service which 
they will render. Know each item 
thoroughly— its price, use, difference 
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between it and similar articles, its 
methods of:-manufacture. And know 
the prices—have them on the tips of 
your fingers if possible or at least 
readily accessible. Nothing irritates 
a customer as much as ignorance of 
prices. It is inexcusable and should 
not be tolerated either in yourself or 
on the part of your employees. 


Advertising Your Business 


Now about getting the customers 
to come to your shop for their tire 
and accessory supplies. Your window 
display may bring them in and your 
shop may please them and they may 
buy. But first you’ve got to bring 
them to your window, your door, 
your store—and this is done by ad- 
vertising, of one sort or another. 
The national advertising of the tire 
manufacturer should be backed by 
your own local publicity. For a local 
retail trade the use of newspapers 
and billboards produce the best re- 
sults. Small announcements in the 
paper from time to time will serve 
to call attention to the fact that in 
addition to a complete line of hard- 
ware you also carry a full assortment 
of tires and auto accessories. Sug- 
gestions and literature sent out by 
tire manufacturers will greatly aid 
you in preparing suitable announce- 
ments. Billboards placed in promi- 
nent places along all highways lead- 
ing into your town will also aid you 


Convenient home-made rack for displaying tires and accessories 


Sam and his letter carriers freely. 
You will find the advertising. depart- 
ments of the tire factories more than 
willing to co-operate with you in this 
respect—even to the extent of print- 
ing and mailing your sales letters if 
you so desire. Maintain a list of all 
your tire customers and prospects. 
Keep this list up-to-date and use it 
—that’s what it’s for. 

Now for the profit leaks. How 
many times have you lost a sale be- 
cause you had run out of stock on a 
certain article? And why was this 
article out of stock? Probably be- 
cause of the lack of system or a poor 
system of keeping records. Think it 
over. If you saw a keg of nails or a 
pile of sandpaper overturned on your 
floor you’d stop to pick them up, 
wouldn’t you? If you sold motor oil 
and it continued to drip away you’d 
try to prevent it, wouldn’t you? 
Then why don’t you prevent the 
wastes, the profit leakages which are 
caused by poor stock records or 
bookkeeping methods? Your stock 
of tires and accessories should be 
complete at all times. Don’t let a 
certain size of tire get below a set 
minimum—keep your stock on the 
firing line. 
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Don’t trust to your memory to 
remember your stock. A surplus of 
slow-moving stock is as bad as a lack 
of sufficient stock when it comes to 
profit. Either clogs the profit ma- 
chine. 


A Suggested Stock Card 


For keeping a stock record of tires 
there is given on this page a simple 
card which can be easily adapted to 
your needs. It can be printed by al- 
most any small print shop at very 
little cost. This card may be a regu- 
lar 3 x 5-in. or 5 x 8-in. size. It can 
be kept up to date every day from 
your sales sheet—or from whatever 
form of sales record you keep. Goods 
received should be entered im- 
mediately as should sales. A mini- 
mum should always be set and when 
it is reached it is time for you to 
order. This system is simple, and 
though not essential for every item 
of stock it should be used on the 
larger and more costly articles such 
as tires, etc. 

Keep a _ perpetual inventory of 
stock on hand, and if convenient the 
cost price, selling price and profit 
on each item. All goods received 
should be entered on the inventory 
at cost, then every day or week or 
even month deduct the cost of goods 
sold and you have left the net amount 
on hand at the end of that period. 


Good Profits from This Line 


Good profits can be made in han- 
dling tires and accessories if prop- 
erly handled. Thousands of hard- 
ware merchants have proved it and it 
rests with you to do likewise. Ob- 
serve ordinary business precautions 
and use good business methods in 
securing customers. Know your 
stock. Have a clean store. Display 
your tires well—on the floor and in 
your windows, by counter cards and 
by banners. Advertise judiciously 
in newspapers and on road signs. 
And keep good records and a simple 
yet accurate bookkeeping system 
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in establishing a trade among tran- 

sient autoists. Small painted boards, 

on fences and trees which are so com- 

mon on country highways are good 

reminders of your establishment. In 

order to compete: with the tire deal- 

ers’ stores you have to use the same 

tools they do—advertising in every 
appropriate form. 

Another form of advertising you 
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can utilize to advantage is by the use 
of circulars and letters. Use Uncle 





Sample of card to use in keeping record of tire stock 
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All Seasons Are Open Seasons for Toys 


Present Day Playthings Are No Longer 
Dependent Upon the Holiday Season, but 
Make Profits for the Hardware Dealer 


During Every Month in the Entire Year 


























Toys of all kinds from electric trains for boys to dolls for girls and cuddle toys for the little tots are to be found in this display 


important season of the year 

for boys and girls of all ages, 
Christmas, of course, excepted. 
During the past ten or fifteen years 
children’s toys, games and vehicles 
have been passing through an evolu- 
tion. A few years ago very few 
playthings for children were manu- 
factured for outdoor use. When 
toys were mentioned, the word meant 
to most people something in the 
nature of indoor floor games, dolls, 
jacks-in-the-box and a general as- 
sortment of odd nick-nacks made 
of fragile material and painted bril- 
liant colors to please the fancy of 
children. 


Everything for the Child 


To-day, toys include a large num- 
ber of mechanical and structural de- 
vices that test the ingenuity of 
adults and which are designed to 
stimulate and develop the resource- 
fulness of growing boys. Floor 
games are no longer confined to lead 
so'diers. To-day the problems of 
transportation may be studied in 
miniature upon the nursery floor. 

The same is true of outdoor play- 
things. Where once the only things 
procurable as outdoor toys included 
such articles as sand pails and tin 
shovels, kites, tops and possibly 
some small and insecure wagons, 
we find to-day, in any hardware 


\ 7 ACATION time is the most 





of the Bunting Hardware Co., Kansas City, Mo. 


store where the value of toys is ap- 
preciated by the management, any 
number of children’s vehicles, sand 
games, boats, and even small repro- 





Besides the jo 
They give, and thing ngs they teach 
Our me »dern to 
Enable kids to roan 
The age of reason earlier. 
Toys help to train a burlier 
And more resourceful rac-, 
Despite Time’s hectic pace 
—C. D. 











ductions of popular sporting goods 
such as miniature bats, golf sticks, 
tennis rackets and so forth. 

The modern child can get nearly 
anything that father or mother uses 
in a miniature reproduction. And 
for the rainy day, when mother holds 
conspiracy with the weather to keep 
the youngster indoors, there are 
games which temporarily fill the 
mind with greater wonders than 
anything the streets or hills afford. 
There is relatively little reason, to- 
day, for any youngster to be lone- 
some or discontented or for any 
parent to have a day spoiled by a 
fretful child for there are hardware 
stores in every section of the land 
which hold more treasures for the 
childish mind than any circus or 
bazaar of olden times. 

Old traditions are the hardest 
things in the world to successfully 





contradict. Experience, time and 
reason are all necessary to change 
the attitude of men and women 
whose minds are fettered by obsolete 
customs. Many people still persist 
in the belief that Christmas is the 
only time when toys are popular. 
The life of- every child contradicts 
this as does the experience of many 
hardware merchants. 
Toys Know No Seasons 

Take for instance, the Star Hard- 
ware & Supply Co., Toledo, Ohio. 
R. Wessel of this firm made the fol- 
lowing statement some time ago 
about his company’s toy department. 

“Our toy department began life in 
what we term our summer goods de- 
partment, including such items as 
screen doors, porch and lawn furni- 
ture, etc. We started our toy de- 
partment with a few wheel goods in 
1916 and gradually increased the 
stock until at the present time we 
have a very complete toy department 
covering the entire year. We have 
been very careful to keep out the 
trashy or cheap goods, and only the 
best educational toys are sold. 

“This department also includes bi- 
cycles and sundries, and during the 
bicycle season we run special sales 
on tires and sundries which brings 
to our store a large number of men 
and boys. We introduced flower and 
garden seeds in this department and 
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were quite successful, as these goods 
are sold in connection with garden 
implements which are also carried 
in this department. 

“The department now occupies an 
entire floor and covers some goods 
for every season of the year. It is 
growing every month and we are 
very well pleased with the general 
results. For the holiday season we 
employ about ten salespeople and six 
boys for setting up vehicles.” 


An Excellent Record 


The Phillips Hardware Co., Ter- 
rell, Texas, has also had exceptional 
success with toys as a twelve months 
stock. W. M. Phillips, president of 
the company, said in answer to a 
query: ‘We have been stocking toys 
only for the holiday trade, though we 
are now seriously considering mak- 
ing them one of our regular lines. 

“Taking our sales record for the 
past seven years we found our De- 
cember sales, before we handled toys, 
to be about 4 per cent of our total 
sales, and the toy business has in- 
creased it to 13 per cent. 

“At first we made the mistake of 
buying cheap toys and learned that 
people came to a hardware store for 
the better goods. We also learned 
that toys brought the ladies and chil- 
dren to our store, and that they con- 
tinued to come afterward. 

“We make a special display in the 
center of our floor where the cus- 
tomers can handle the toys and read 
the prices. When a customer is 
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ready to buy he will immediately 
begin looking for a salesman. 

“Toys constitute the easiest line 
we have to sell and also one of the 
most profitable, besides causing a 
good volume of other lines to be 
sold.” 


Toys Helped This Store 


A letter from the People’s Hard- 
ware Co., Gary, Ind., states that: 
“If there has been one development 
in the past four years that has con- 
tributed more than any other line to 
our business growth, we will have 
to give great credit to our toy de- 
partment. 

“Toys are no longer the mere holi- 
day trade-getter for the up-to-date 
hardware store but are one of the 
biggest successes of all departments. 

“What better medium can the 
hardware men employ than trying to 
enlist the good will of the kiddies 
which makes possible the transaction 
of an enormous bulk of business in 
other departments? Get the chil- 
dren coming and you invariably have 
mother and father on a basis of 
courtesy and intimacy that no other 
line of goods can accomplish. 

“We manage to devote at least two 
window displays during the summer 
to toys exclusively, and we also keep 
toys well displayed on our main floor 
the year ’round.” 

These statements of fact from 
practical merchants are submitted as 
evidence that toys are _ profitable 
during the summer months if they 
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are displayed and given a fair pro- 
portion of the attention they receive 
during the holiday season. It is 
more necessary than ever, to-day, for 
merchants everywhere to increase 
sales. Toys offer an exceptional 
opportunity in this direction. 

One of the firms that decided to 
enter into the field of toys a year ago 
was the Whitney Hardware Co., Al- 
buquerque, N. M. After deliberat- 
ing over the proposition it was de- 
cided to invest $2,000 in a stock of 
toys, largely at the instigation of 
Russell F. Mead, secretary and man- 
ager of the company. Very few of 
the toys purchased were of the 
cheaper grade and the entire stock 
was of American make. Nothing in 
the way of foreign playthings was 
carried. The company states that it 
succeeded in selling the entire stock 
during the three weeks preceding 
the holidays at an excellent profit, 
and furthermore adds that in view 
of this success it intends to go after 
the toy trade this year and will in- 
vest twice as much as it did a year 
ago. 

Success in a Small Town 

The case of the Pinion Hardware 
Co., Mountain Air, N. M., is also 
cited as an indication of what may 
be done with this line. This com- 
pany, although located in a small 
town, did an excellent toy business 
last year in spite of the fact that 
that section of the country was 
hard hit with bank failures at that 
time. 


This window of the Pennsylvania Hardware ¢ Paint Co., Pittsburgh, Pa., is of a semi-seasonal nature in that it features bicycles 
and velocipedes for use during the spring and summer season 
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It is a difficult matter to display plumbers’ supplies effectively, but Preston Bros. seem to have done it 














Pushing Profits With Plumbers’ Supplies 


Preston Bros., Norwich, Conn., Not Only Supply 
Plumbing Firms But Also Do a Worth While 


Business with Farmers and Home-Owners 


lend beauty to a window dis- 

play, but Preston Bros., Nor- 
wich, Conn., have found that it does 
provide a channel through which 
flow handsome profits. This firm 
maintains a department of supplies, 
repair parts and tools used by the 
plumbing trade and by home owners 
who attend to their own plumbing 
jobs. 

Norwich is the trading center for 
many farm operators who visit the 
town once a week to replenish gen- 
eral household stocks and to buy 
farm equipment. Many of these 
farmers through necessity are fin- 
ished mechanics and are capable of 
repairing the farm plumbing sys- 
tems and can even make complete 
installations in the various build- 
ings. This has opened up the chan- 
nel for the sale of pipe wrenches of 
various sizes, all kinds of water pipe 
and valves, and valve gates for this 
piping, faucets and even sinks and 
tubs. Tap and die sets are also 
needed along with torches and sol- 
dering sets. 


Pier beaut equipment may not 


Selling Local Plumbers 


The farmers that come into the 
Preston plumbing department culti- 
vate the habit of buying at this 
store. Many of them maintain ac- 
counts on which they buy general 
hardware and housefurnishing 
goods as well. 

Aside from the farmer trade, this 
store sells local plumbing concerns 
tools, repair parts and installation 
equipment. In handling this class 


of business it is often advisable to 
offer master plumbers a special trade 
discount. In fact many dealers in 
Connecticut have found it advisable 
to work very closely with local 
plumbers. They have taken memo 
orders on installation work and have 
turned over this business to a local 
man who would naturally recipro- 
cate by buying the articles he needs 
in the store. 

Where conditions warrant such a 
step, a master plumber could be em- 
ployed as the service member of the 
plumbing department. He could 
handle the more difficult work for 
customers and could bring into the 
store a fine profit for his work. 
There are two ways of handling such 
an arrangement. One is to hire an 
all-round utility plumber and fur- 
nish him with a small car. He could 
be paid a salary and would easily 
make a profit for the business. If 
a straight salary proposition should 
not be considered mutually attrac- 
tive, a plumber could work out of a 
store on a percentage basis. This 
latter plan would of course enable 
him to carry on an additional busi- 
ness all his own. It is fair to as- 
sume that he would make all his 
purchases of this nature in your 
store. Thus it would also be a good 
plan. 


Taking Advantage of Building 


With the progressive building pro- 
grams now in evidence in various 
parts of the country, a wide oppor- 
tunity presents itself to launch a 
plumbing department. Complete 


plumbing equipment should be bid 
for through the local builders or 
through the plumbing contractor. 

Last but not least, the merchant 
must consider the energetic home 
owner with a practical bent and the 
man who is handy with tools. You 
can appeal to him through the adver- 
tising pages of local papers. Dwell 
on the saving of money that can be 
effected by “doing the job yourself.” 
Give the subject the attention it de- 
mands, 


Cleveland Hardware Club Stag 
Party 

The Cleveland Hardware Club, Cleve- 
land, Ohio, gave a stag party April 27 
at the rooms of the Cleveland Builder’s 
Exchange. Members were permitted to 
bring guests and there were about 300 
present, those attending being almost 
wholly engaged in the wholesale and re- 
tail hardware trade or manufacturing 
or selling products handled by the 
hardware trade. 

The party opened with a dinner 
which was followed by a few remarks 
by P. G. Wuertz and then the guests 
enjoyed themselves for some time in 
singing popular airs, after which a very 
enjoyable program of singing and 
dancing was presented by entertainers 
provided for the occasion. 


Boynton & Ellis, Inc., Claremont, 
N. H., are taking two new members into 
the firm: John G. Boynton, son of the 
senior member, and Wayne K. Gard- 
ner, who for the past two years has 
been a salesman with the firm. 
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Interior of Kingsville Lumber Co., Kingsville, Texas, showing the builders’ hardware department 
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Hardware Firm Starts Home 














One of the homes built during the 
campaign 


aA HERE is Kingsville and 
\ what is it?” we asked. 


“Why, Kingsville is down 
in Texas and everybody is talking 
about it. Haven’t you heard how 
that hardware man down there 
started a building boom?” “No,” 
we admitted rather shamefacedly, 
“but we are certainly interested in 
any hardware dealer who can start 
a building boom at this particular 
time, when His Majesty, the Ameri- 
can Citizen, is holding on to his 
money for dear life.” 

So this is what we found out. 
There are other Kingsvilles, but 
Kingsville, Texas, is located on the 
Gulf Coast Lines about forty miles 
south of Corpus Christi and 120 
miles north of Brownsville and the 
Mexican border. Records show there 
are about 5000 inhabitants in 
the town. It is a railroad division 
point and boasts a cotton oil mill, ice 
and milling p'ant, cotton gins, gas 
and electric plant, cotton mills (ac- 


The Kingsville Lumber Co.., 
Kingsville, Texas, 
Inaugurates Co-operative 
Movement Which Has 
Been a Profit-Maker 
for the Community 


‘ 


tually producing cotton goods), oil 
storage tanks and a good live lot of 
retail concerns not to mention the 
Kingsville Lumber Co., which sells 
hardware and lumber and which 
started the building boom that has 
aroused national interest. 

As stated by one of Kingsville’s 
best boosters, “the town held its own 
during the war as ably as the next 
and ‘came back’ through the coolin’- 
off period in admirable spirit, but 
1920 and 1921 were not all that 
could have been desired as building 
years. Even during the winter just 
passed, the bang of a hammer might 
well have startled the whole com- 
munity. Even then a_ continuous, 
earnest and well directed appeal was 
being made to home builders. But 
we were not greatly discouraged for 
the papers told us freely that we had 
all kinds of company throughout the 
country.” 

Something desperate had to be 
done to get the building going and 











Here is another example of what has 
been done 


so W. A. Clampitt, the manager of 
the Kingsville Lumber Co., called a 
lot of the business people together 
at a luncheon. He had as guests the 
Realty Co., Building and Loan As- 
sociation, a title company, an elec- 
trical firm, building contractors, dec- 
orators and the firm’s advertising 
man, D. B. Diilehunt, who has played 
an important part in putting over 
the campaign. 

Right then and there everybody 
present threw off all reserve and de- 
cided to get together and “start 
something.” Competing companies 
were asked to come in, and in some 
cases they gave their support to the 
idea. After the organization was 
perfected they all signified their will- 
ingness to share the advertising 
page of the Kingsville Lumber Co. in 
the local weekly. This was the first 
public action in starting the home- 
building campaign. 

Mr. Dillehunt of the Kingsville 
Lumber Co. plans these full page ad- 
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vertisements, which leaves the other 
firms and individuals connected with 
the campaign free to take care of 
sales, work and details in connection 
with their specific occupations. Mr. 
Dillehunt says his advertising cam- 
paign was based on the theory that 
the people need sermons and smiles, 
and he modestly states that he did 
all he could to muster up “range 
finders of the drop-sight and choke- 
bore class.” 

As each advertisement appeared, 
400 extra copies were run off and 
mailed out to various prospects with 
a view to assisting the paper to drive 
home and clinch the interest of the 
community in the movement. Each 
advertisement carried illustrations 
and plans of two modern homes, and 
aided materially in arousing local in- 
terest. The first ad was run March 1 
and on April 9 nine homes had been 
contracted for, completed or under 
construction, and about eighteen or 
twenty substantial additions and im- 
provements had been made. At the 
same time eighteen to twenty pros- 
pects were figuring on homes. On 
April 19, the total of new homes con- 
tracted for under the campaign num- 
bered twelve, including a $20,000 
garage, a barn and a $10,000 Ameri- 
can Legion building. Just stop and 
figure what the hardware would 
amount to on that much business, to 
say nothing of the paint, plumbing 
fixtures and electrical goods. 

Co-operation of the various firms, 
efficient methods and good advertis- 
ing put this home building campaign 
across in Kingsville and at this writ- 
ing it is just getting started. What 
they are doing can be done in any 
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town in the United States unless the 
merchants are asleep. 
The first advertisement was 





Why Should I Build Now? 


The reasons why I should build 
now are as fourteen to four compared 
to any other season of the year—the 
year just passed, or the one to come— 

1—The worst of the winter is past 
and forgotten. 
2—Spring weather must necessarily 
prevail from now on. 
3—Spring nas always been recog- 
nized as the most desirable build- 
ing season. 
4—By building now, I tan have my 
residence ready for occupancy and 
use before hot weather sets in. 
5—Help is abundant and competent, 
and eager to do the most of the 
best work possible. 
}—Labor costs have been materially 
reduced. 

-Building materials are down 40 

to 60 per cent, with no further 

substantial reductions in sight. 

-Indeed, well posted building au- 

thorities cite the possibility of 

higher costs later in the summer. 

—Homesites—many choice, high- 

class residential lots are at pre- 

war levels or below. 

-Just think of it—Kingsville, the 

most consistently alive, energetic 

and prosperous center in South 

Texas, and choice 50 x 140 home- 

sites as low as $200. 

Property may never again be had 

at such attractive figures or on 

more liberal terms in Kingsville, 

“The Gem of South Texas.” 

Then, too, I want a home—my 

family needs a home—scores of 

families right here in Kingsville 
need homes. 

It’s the right time to build our 

own—and I am assured of 10 per 

cent on my investment if I erect 
income property. 

I owe it to myself and the com- 

munity to be a sticker and not a 

straggler—to make Kingsville one 

home bigger, brighter and better. 
7] Wau 











Fourteen sound arguments for building 


worthy of note because it not only 
outlined the campaign, but gave 
fourteen reasons why homes should 
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be built now. The two plans of mod- 
ern homes attracted attention. Four- 
teen reasons for building were placed 
in a box between the illustrations 
and plans and attracted the atten- 
tion at once. Other illustratious 
added to the attractiveness of the 
ad and the lower part of it was given 
over to the various co-operating con- 
cerns and contractors. For instance, 
the land and investment company 
told of “Your Homesite” and pointed 
out what they had to offer. The title 
company advertised the value of good 
titles to your holdings. Three con- 
tractors offered their services and 
the electrical company told about 
their merchandise and the depend- 
able way in which it would be in- 
stalled. Then the decorators de- 
scribed what they were willing to do 
and the Building and Loan Associa- 
tion offered its services for saving 
or borrowing. Each week these co- 
operating organizations keep up 
their end of the game with new and 
attractive ads. Each one is always 
pointing out why its services are de- 
sirable and dwells upon the value of 
what it has to offer. 

We only wish we could reproduce 
the eight one page ads which have 
been run, as they were full of help- 
ful suggestions and would be a great 
help to any hardware merchant who 
knows the other merchants of his 
community well enough to get them 
pulling together in a movement of 
this kind. There is hardly a town 
in the United States which does not 
offer building possibilities. People 
have been jogging along for the last 
few years, not spending any more 
than they had to and to-day they 














This comfortably furnished room serves to aid the customer in purchasing builders’ hardware from the Henry Heick Hardware 


Co., Louisville, Ky. 
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need new homes, additions, stores, 
and new offices. They also need to 
be shown the desirability of building 
now, and it will not be a hard matter 
to convince them to do so. It is 
never good business to let things 
start and take care of themselves. 
It is always much better to start 
them yourself and get in on the 
ground floor for your share of the 
profits and not let somebody else 
walk away with the easy money. 


Increased Building Activity 


The building season is here. Chi- 
cago is experiencing more activity 
than in the last eight years and re- 
ports from all over the country indi- 
cate that the interest in building 
homes is increasing daily. Manufac- 


Optimism was the keynote of the 
joint convention of the American Sup- 
ply and Machinery Manufacturers’ As- 
sociation and the Southern Supply and 
Machinery Dealers’ Association which 
was held at the Tutwiler Hotel, Birm- 
ingham, Ala., April 24, 25, 26. Both 
manufacturers and dealers reported 
that there was a much improved in- 
quiry for goods and that confidence in 
the future had improved in direct ratio. 
The soldiers’ bonus was criticised gen- 
erally although very little was heard 
regarding the Américan valuation plan. 
It was the universal feeling that we 
take the necessary steps to get Europe 
back into shape in view of the fact 
that it was necessary to keep the 
markets of the world open in order to 
dispose of America’s surplus products. 

One of the interesting addresses of 
the meeting was delivered by Col. Peter 





Unusual display of the Warren County Hardware Co., Bowling Green, Ky. 


turers of builders’ hardware are 
from four to six weeks behind in 
their production. There is so much 
to be done that it seems it has been 
put off just as long as possible and 
to-day finds many more people in- 
terested in building their own homes 
than ever before. About 10,000,000 
people in the country own their own 
homes and 12,000,000 people rent 
them. These renters are perpetual 
prospects. Rents have been out of 
reason and are still too high to be 
tolerated. This condition is not hin- 
dering home building but helping it 
to a considerable degree. 

Local building and loan companies, 
banks, investment companies and 
mortgage companies would welcome 
the chance to get in on a campaign 





Supply and Machinery Associations Hold Conventions 


C. Knight, Tampa, Fla., general coun- 
sel of the Southern Hardware Jobbers’ 
Association, which took place at the 
opening meeting. Colonel Knight 
severely criticised the primary system 
for the election of United States Sena- 
tors and vigorously attacked the last 
four amendments of the Constitution. 
In addition he assailed the income tax 
saying that it had resulted in the levy- 
ing of unequal taxation. 

The joint session on the opening day 
was also addressed by W. H. Kettig, 
Birmingham, chairman of the board of 
the Sixth District Federal Reserve 
Bank; assistant-secretary of Com- 
merce, C. H. Huston; and Dixon C. 
Williams, Chicago, president of the 
Chicago Nipple Manufacturing Co. 

The executive session of the Southern 
Supply and Machinery Dealers’ Asso- 
ciation on the morning of the 26th was 
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of this sort. Their co-operation with 
the hardware merchant would lessen 
his responsibility as these other 
agencies would take care of the finan- 
cial responsibilities. They all work 
hand in hand and for a little bit of 
promotion, the hardware dealer gets 
the contracts for the hardware and 
the tools to say nothing of the plumb- 
ing, heating, paint and electrical 
work. 












Worth While Displays 











In connection with building activ- 
ities we are showing an unusual dis- 
play from the Warren County Hard- 
ware Co., Bowling Green, Ky. Con- 
siderable pains and work was neces- 
sary in order to make such an at- 
tractive display. Yet the efforts 
were not in vain. Notice the com- 
pleteness of the detail in every re- 
spect. Door knobs and escutcheons 
are put about the window as sugges- 
tions and the sign, “Build Now,” 
will result in many a contract. Elec- 
tric lights are used inside this minia- 
ture house at night and give the 
entire window a very “homey” ef- 
fect. 

Another illustration shows the 
builders’ hardware room of the 
Henry Heick Hardware Co., Louis- 
ville, Ky. The samples are all ar- 
ranged in a private room which is 
equipped with easy chairs and at- 
tractive furnishings. The prospect 
can get the effect of the hardware on 
any finish of wood and can quietly 
go over the plans and get his figures. 
A room of this kind, apart from the 
general store, will close more con- 
tracts than the “over the counter” 
method, where there are ceaseless in- 
terruptions. 











































addressed by Robert S. Carter, vice- 
president in charge of sales, Whitman 
& Barnes Manufacturing Co., Akron, 
Ohio, who spoke on “The Twist Drill 
Situation.” A discussion of the stand- 
ardization of stocks together with the 
relation of sales shipped from stock to 
inventory was led by J. H. McKinnon, 
Cameron & Barkley Co., Jacksonville, 
Fla., while a discussion regarding the 
best way to handle credits under pres- 
ent day conditions was led by L. Z 
Larzelere, Farquhar Machinery Co. 
At the election of officers the follow- 
ing were chosen: President, T. G. Hy- 
man, Newbern, N. C.; first vice-presi- 
dent, James Biggs, Sherman, Texas; 
and second vice-president, J. J. Disos- 
any, Atlanta, Ga. Election of officers 
of the American Supply and Machinery 
Manufacturers’ Association will take 
place at the Atlantic City meeting. 
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Why Delay Prosperity? 
Employers and Employees Should Recognize 
What Is Required of Them During the Present 


Period and Should Conform to Conditions 
to Hasten the Return of Good Times 


By ALVAN 


T. SIMONDS 


President, Simonds Manufacturing Co., Fitchburg, Mass. 


world when running at its 

best is a poor piece of machin- 
ery—and when it is out of order, as 
it is now, to them it is only fit to be 
junked. 


Our modern world is the result of 
a slow development through the sur- 
vival of the fittest in law and or- 
ganization. It may not be the best 
kind of a world or of an organiza- 
tion, but it is the result of human 
nature reacting upon business and 
life. It probably will not be changed 
right away. The disastrous experi- 
ment in Russia has made that quite 
certain. 


It is a very complicated piece of 
machinery, but is not as complicated 
as the human body itself. Like the 
human body when running smoothly 
it gives a sense of well being and 
elation. When running poorly, a 
sense of depression and discourage- 
ment prevails, Like the human body, 
too, it is affected by the mind; but 
it is influenced less by the condition 
of the mind than by the underlying, 
unchanging laws of its well being. 


TT" a great many people the 


Examination Essential 


Before criticizing our modern capi- 
talistic world too harshly or diag- 
nosing its troubles too hastily and 
too surely, let us give it a thorough 
examination. Of course this cannot 
be done in a brief article, but the 
character of the examination can be 
suggested and some significant facts 
given. 

First, this is a world of about 
2,000,000,000 of people, each one de- 
pendent to a. large extent for his 
welfare upon every other one. 


In the beginning of history there 
were but scattered tribes living from 
hand to mouth as Columbus found 
the American Indians. This condi- 
tion was improved when men organ- 
ized and learned to create wealth 
more rapidly than they consumed it 
and to save what they did not need. 
The problem of each individual to- 


day is to do that very thing, to 
create wealth more rapidly than he 
consumes it, and to save the bal- 
ance. When every individual can do 
this and does do it, we will have a 
world satisfactory to almost all of 
us. 
Changes Caused by War 


Before the World War enough 
wealth had been saved so that each 
man, woman and child would receive, 
if it were divided evenly, about $500. 
The war and the debts it incurred 
destroyed about one-quarter of this, 
so that to-day the per capita wealth 
of the world is only about $375, 
ranging from $3,000 for each man, 
woman and child in the United States 
to minus $3,000 in Austria. These 
figures are of course not accurate to 
a penny, or even to a dollar, but they 
are near enough for our argument. 
The wealth of the United States 
after paying all debts is about 
$330,000,000,000; with a population 
of 110,000,000, that is about $3,000 
each. Austria, with 6,000,000 of 
people, owes about $18,000,000,000 
more than she is worth, or about 
$3,000 each. Every child born in 
Austria to-day owes $3,000 at his 
birth. 


America Has Not Escaped 


These extremes show how through 
the actions of human beings the 
wealth of the world comes to be di- 
vided. The war reduced the wealth 
of the world about a quarter, and 
while the greatest loss fell upon 
Europe, yet, contrary to the general 
belief, the United States is less 
wealthy to-day than if the war had 
not occurred. 

“Yes,” cries the radical, “that is 
the trouble. Let us divide the wealth 
evenly.” Do not forget how that 
has worked out in Russia and re- 
member that accumulated wealth is 
what makes prosperity. Only one- 
third of our people accumulate 
wealth, that is, produce more than 
they consume and save it. The other 
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two-thirds squander or at least dis- 
sipate wealth as fast as they get 
hold of it. Records going back to 
1860 for France, England, Germany 
and the United States show that 65 
per cent of the people own 5 per 
cent of the wealth, while the other 
35 per cent of the people own 95 per 
cent of the wealth. This was true in 
1860 and again in 1910. It will 
doubtless be true in 1960. 

It is not because the wealth is 
handed down from father to son, for 
this is not true of the greater por- 
tion of it, but is due to the fact that 
only about one-third of the people 
will in youth begin to save and con- 
tinue to do so until old age. Two- 
thirds of the people prefer, as they 
say, “to live as they go,” following 
the motto of the barbarians, ‘Eat, 
drink and be merry for to-morrow 
we die.” If they drink in these days 
they are pretty sure to die to-mor- 
row. 


Accumulation of Wealth Necessary 


Accumulations of wealth must be 
made and must remain if we would 
prosper, and we must see to it that 
governmental foolishness, especially 
in taxation, does not destroy them or 
keep them from increasing. The ac- 
cumulated wealth represented by the 
American Telephone & Telegraph 
Co. is owned by over 200,000 people, 
many of them women. The United 
States Steel Corporation and the 
Pennsylvania Railroad are similarly 
owned, as are very many other large 
corporations. There is of course a 
danger when large accumulations 
are the property ef an individual, 
but even this danger is better than 


Pe LLANE OM AI I ICES RT NSE I IEEE SE TT IRE ES, re 


i ERNE IS MTR I HEY SN A STIR A Ree 




















76 


not having the wealth saved. No 
individual however wealthy can do 
much damage in the United States. 
The danger from this has been over- 
estimated, 

Wealth is not evenly divided—nor 
is anything else; physical strength, 
beauty, artistic talent, genius or 
even health and mental power. The 
wealthiest country in the world has 
earned its -wealth and deserves it 
—the same is true of the debts of 
the most debt-ridden country. This 
is true of most individuals as well. 

Neither is income evenly divided. 
If it were, each man, woman and 
child in the United States would re- 
ceive $370 a year according to our 
present income. Income is much 
more evenly divided than wealth, for 
a larger proportion of the popula- 
tion will work regularly than will 
save regularly. The claim is made 
that most people are absolutely un- 
able to save, for they earn hardly 
enough to give them a living. There 
are of course cases where this is 
true. I believe 90 per cent of the 
people of the United States can save 
if they strongly desire to do so. It 
is certain that 90 per cent can con- 
sume less wealth than they do now 
and be just as happy even when they 
begin to save. After a few years 
of saving they will of course be much 
happier and the nation more pros- 
perous. 


Income $370 Per Capita 


The income of the wealthiest 
country in the world, worth about 
$3,000 per capita, is only about $370 
per capita annually. Remember, 
this is all there is to divide. No 
legislation, no magic, no optimism 
will or can give each and every one 
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in the United States an income of 
more than $370 a year. If some get 
a good deal more than this amount 
others must get a good deal less. If 
each one got his $370 and paid in- 
come taxes and other taxes from it, 
there would be no accumulation of 
wealth and the people of the United 
States would slowly but surely fall 
back to a state little above that of 
the American Indians when America 
was discovered. 

In China, according to the best 
estimates, there is probably only 
about $50 each, if the entire annual 
income should be divided equally. 
Income as used here includes all 
salaries, wages, rent, dividends, in- 
terest—income of whatever sort. 

Why are we so much better off 
than China? Simply because we 
have so much more to divide, and 
because we have made, by saving, 
great accumulations of capital to be 
used in production. We are a family 
that as a family has earned a great 
deal more than its neighbor. How 
shall we become still better off? By 
earning more and saving more. 


Economic Forces Relentless 


The wealth of the world has now 
been cut 25 per cent. The oppor- 
tunities to earn are less and the 
wages will be less in dollars, but 
each dollar will buy more. This will 
continue to be true until the de- 
stroyed wealth has been replaced— 
that is, the wealth per capita. Cruel 
as it may seem, one of the means for 
bringing this about is cutting down 
the population by starvation. Do as 


much as you can to prevent it, this 
is going on to-day. Economic forces 
work as relentlessly as natural laws. 
A better means is for each one of 
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us to lower his standard of living, 
to produce more, to consume less and 
iherety make greater savings. 


Falling Wages and Prices 


Wages and prices must come down 
and will continue to do so probably 
for a generation. The holding up 
of prices in certain lines of manu- 
facture and the determination to 
keep unfairly high wage scales for 
certain labor; the clinging to labor 
rules that increase the cost of pro- 
duction and repair; the limitation of 
output, all these and every other 
agency, device, scheme or action that 
increases cost of production makes 
the readjustment of a disorganized 
world all the slower in coming. So 
does every extravagance, every use- 
less expenditure. The old-fashioned 
virtues that impelled every toiler to 
do his best, of thrift, economy, plain 
living and high thinking on the part 
of both employee and employer are 
needed to hasten the readjustment. 

Gradually lowering wages and 
lowering prices are certain to come. 
This will prove to be a good thing 
for all and to give better business 
on a sounder basis. 

Many do not realize the situation 
as it exists and are unwilling to 
make any adjustment in prices or 
in wages. They are afraid some 
one else is going to get what they 
give up. Then there are many who 
clearly see the facts and yet believe 
they can get by without being af- 
fected. Then there are some who 
will not face the facts, preferring 
to ignore them. All of these, whether 
they are employers or employees, 
legislators or labor leaders, are de- 
laying the return of prosperity. 








Coming Hardware Conventions 





SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION, composed of 
Alabama, Florida, Georgia and Ten- 
nessee. Convention and Exhibition, 
Chattanooga, Tenn., May 9, 10, 11, 12, 
1922. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 


ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Marion Hotel, Little Rock, May 16, 17, 
18, 1922. L. P. Biggs, secretary, 815- 
816 Southern Trust Building, Little 
Rock. 

CAROLINAS HARDWARE ASSOCIATION 
CONVENTION, Winston-Salem, May 17, 
18, 19, 20, 1922. T. W. Dixon, secre- 
tary-treasurer, 717-18 Commercial Bank 
Building, Charlotte, N. C. 


LOUSIANA, RETAIL HARDWARE & Im- 





PLEMENT ASSOCIATION CONVENTION, 
New Orleans, May 22, 23, 24, 1922. R. 
D. Nibert, secretary, Bunkie. 

AMERICAN IRON, STEEL AND HEAVY 
HARDWARE ASSOCIATION CONVENTION, 
Washington, D. C., May 238, 24, 25, 
1922. Headquarters, Hotel Washing- 
ton. A. H. Chamberlain, secretary- 
treasurer, Marbridge Building, Thirty- 
fourth Street and Broadway, New 
York. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASOCIATION CONVENTION 
AND EXHIBITION at Fair Grounds, 
Jackson, May 24, 25, 26, 1922. Head- 
quarters, Heidelburg Hotel. E. R. 
Gross, secretary, Agricultural College. 

NATIONAL RETAIL HARDWARE Asso- 
CIATION CONVENTION, Chicago, IIl., 
June 19, 20, 21, 22, 23, 1922. Head- 





quarters, Hotel Sherman. Herbert P. 
Sheets, secretary-treasurer, Argos, Ind. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION; 
Hotel Sherman, Chicago, Feb. 13, 14, 
15, 1923. L. D. Nish, secretary-treas- 
urer, Elgin, III. 

NEw YorRK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND ExPOsI- 
TION, Rochester, Feb. 20, 21, 22, 23, 
1923. Headquarters, Powers Hotel. 
Sessions and Exposition at Exposition 
Park. John B. Foley, secretary, City 
Bank Building, Syracuse, N. Y. 

NEW ENGLAND HARDWARE DEALERS 
ASSOCIATION CONVENTION AND Ex HIBI- 
TION. Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1923. George 
A. Fiel, secretary, 10 High Street, Bos- 
ton, Mass. 


’ 
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EDITORIAL COMMENT 


The Stopping Point 


RACTICALLY every business man faces 
at some time in his career a stopping 
place—a time when he feels that he can 

shut off the power and coast. It is the most dan- 
gerous period of any man’s career. 

If we could control the natural law of busi- 
ness things might be different, but nature has a 
way of running her affairs on a schedule that 
brooks no interference. When the flood reaches 
the crest it begins to recede. It goes forward or 
backward, but it never stands still. 

The strange part of it all is that the business 
man approaching the stopping point seldom rea- 
lizes its dangers. He feels that he has worked 
hard, has built up a good comfortable business 
and is entitled to a rest. Perhaps he is, but if he 
takes that rest, he must either put another 
worker at the helm or drift back to the port of 
second-raters. A prosperous business cannot 
run without a pilot. 

Business is always more or less a race, and 
the public loves a winner. Losers are easily for- 
gotten. People like to deal with successes; they 
like to be with the crowd. When the buying pub- 
lic begins shifting its patronage the crowd fol- 
lows. So long as the world progresses, success- 
ful business must progress with it. 

In a certain town in the Middle West, there 
are five hardware stores. The town has a popu- 
lation of 16,000, and is located in a prosperous 
farming section. On the main street you pass a 
dingy looking store with unkempt display win- 
dows. The merchandise has the appearance of 
having been in those windows for years. The 
inside bears out your first impressions. It is 
safe to say that not a thing has been changed, 
not a new line added in the past five years. The 
customers—the few who enter—are as unpro- 
gressive as the store. The proprietor says busi- 
ness is poor, and for him it is poor. 

Only a block farther down the street is a clean, 





well-managed store with progressiveness written 
all over it. The salesroom is smaller, but there 
is a different atmosphere around the place. The 
goods are new and up to date, the salesmen are 
busy and the customers are of the prosperous, 
energeti¢ type. Ask the proprietor about busi- 
ness and he will say: “Great. Better than last 
year. We’re working a little harder for it this 
spring, but we’re getting it.” 

Ask any one in town about the first merchant 
and you will get substantially the same answer. 
“He’s slipping. Only living on his past reputa- 
tion. Only a few of the old timers still trade with 
him because of old associations, and even their 
ranks are getting thin.” People like him—yes— 
but they trade where goods are moving and 
where optimism is displayed along with merchan- 
dise. It is intimated that he wants to sell, but 
can’t find a buyer. 

This merchant is one of the oldest dealers in 
his town. A few years ago his store was one of 
the finest in the whole state, and he was rated as 
a big community asset. Then he stopped. As 
years passed, and new people came into the com- 
munity he failed to inject new blood into his or- 
ganization. He failed to keep up with new mer- 
chandising methods, to carry the new lines his 
customers demanded. He sat back to rest on his 
laurels. To-day he has lost his prestige as a mer- 
chant, his trade, and at least some of his self re- 
spect. One of his competitors, practically un- 
known in his prosperous days, is now the recog- 
nized hardware leader of the town. 

Whatever you do, don’t stop. Your store can 
be made to prosper and grow with the right man 
behind it. If you are not the right man, then 
get right or get out. Study your sales, your help, 
your customers. Read your trade papers and 
attend your trade conventions. Keep moving. 
The saddest figure in business is the man who 
sits down and lets the rest of the world go by. 
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Don't Carry Your Aggressiveness Too Far 
Hardware Salesmen Should Take Care Not to Be 
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Too Forceful As It Frequently Tends to 


brusque; forceful, without be- 

ing impolite; clever without 
being too smart—these are the car- 
dinal points of good hardware sales- 
manship. 

Aggressiveness is perhaps. the 
quality around which most danger 
centers—it is the “thin ice” of sales- 
manship. The line that divides the 
“spineless” man from the bulldog 
type is not well defined. “Fools rush 
in where angels fear to tread.” Like- 
wise the over-aggressive plunge, 
when all the rules of salesmanship 
tell them to tread softly. 

To impress your prospective cus- 
tomer with the fact that you possess 
force is a good thing, and helps 
greatly to land the sale, but to give 
the impression that you have a su- 
perabundance of “gall’’ makes it 
necessary for you to overcome the 
dislike you create and thus the task 
of selling goods becomes a double 
problem. 


Gaining the Customers’ Respect 


In order to gain the buyer’s re- 
spect and to hold it the hardware 
salesman must quote one price, and 
that the lowest. Once let him estab- 
lish this reputation and he will find 
that his sales will come easier, his 
customers will have more respect for 
him, and, of course, his trade will 
honor the man who does not have to 
give away profits to sell goods. 

It is well to remember, “Life is 
full of golden opportunities for do- 
ing what we do not wish to do.” 

Forget the price argument. Play 
upon the goods and their merits and 
the matter of price will be seconding 
your ability and efforts. 


i be aggressive without being 


Mix Brains with Selling 


You must mix brains with your 
work. A salesman is no bigger than 
the trade he can secure. 

Service is just what its name im- 
plies. It is not possible to simplify 
the word with other definitions. It 
is merely the result of man’s active 
desire to be of use to his customers 
and to all with whom he deals. 


Increase the Difficulties of Selling 


By B. J. MUNCHWEILER 


Service to the customer lies along 
the way of selling him the right 


goods. Show him that you are us- 
ing wider knowledge of your line 
and of the general market to serve 
him, and then when he needs goods 
he will serve you by giving the 
order. 


Keep Future Sales in Mind 


Some men have the mistaken idea 
if they cannot sell a prospect the 
next best thing to do is to quarrel 
with him. Others, after an unpro- 





Quiz for Hardware Salesmen 


Q. Does salesmanship help your 
self-development? 

A. Not unless you lose sight of 
the fact, selling goods fairly well 
does not increase your usefulness. 

Q. How did Sir Joshua Reynolds 
increase his usefulness? 
> A. By making each painting the 
est. 

Q. How can you convert your learn- 
ing into earning? 

4. By putting your imagination to 
work. 

Q. What is the finis of salesman- 
ship? 

A. Over-aggressiveness, as it bor- 
ders on the brusque. 











ductive display, leave a man with 
such a disgruntled air that they vir- 
tually shut the door of their own 
store upon the occasion of a later 
visit. By all means learn that if you 
cannot sell to-day, to-morrow you 
may. The writer recently addressed 
a meeting of newspaper salesmen, 
men who sold space in a_ leading 
daily, commonly known as “solici- 
tors,” but salesmen in the fullest 
sense of the word. Said one alert 
man, “I called on a certain prospect 
several times, each time was refused 
an order, until at last I conquered.” 

The moral of the story is, “What 
chance do you suppose the man 
would have stood if he had lost pa- 
tience on one of his calls?” 

Ask yourself, “Am I making my 
display properly? Have I the grace 
to leave an unsold prospect with a 
feeling of good will, so that the re- 
turn visit can be made at some fu- 





ture time and perhaps with more 
success?” 

“Something for you?” 

That is heard every day, and un- 
doubtedly heads the list of foolish 
questions. Of course the customer 
wants “something” or why should 
he come into your store? 

Close cousin to the above is the 
query, “What kin I do for you?” If 
customers wish to reply in the same 
strain they would say, “You can’t 
do nothing for I.” Why not say, 
“Good morning, can I be of service 
to you?” or, “What is your pleasure 
to-day,” 

The expression (supposed to be a 
clinching argument) “I have that 
very same article in my home,” is 
the height of poor salesmanship, for 
the customer is not buying to suit 
your taste, but his own. What may 
please you, may not appeal to him. 

Sure death to sales efforts is the 
air of assurance some hardware 
salesmen assume when a customer 
enters. Their very attitude seems 
to say: “Now get ready to buy and 
buy quickly, for I have not much 
time to waste on triflers.” 


Two Kinds of Customers 


Remember, you will find two 
sorts of customers—those who rely 
on their own knowledge of merchan- 
dise and those who depend on the 
salesperson. How are you to recog- 
nize them? Sometimes the customer 
tells you by asking a question. Some- 
times you find out for yourself by 
volunteering information. 

After the sale has been made and 
you have handed the customer the 
change, comes the momentary gap in 
the conversation, that lull in the bar- 
gaining sense that always reminds 
one of a ship whose engines have 
stopped and which is without a guid- 
ing hand. Watch the face as you 
wait upon a customer and notice the 
effect of your talk and the manner 
in which you display your goods. 
Put yourself in the customer’s place 
and see if you would be satisfied 
with the way you have made the sale. 
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Federal Trade Commission Wins Big Victory 


Supreme Court Holds Labels Must Tell Truth— 


Commission Goes After Another Big Lumber 
Company — Frowns on “ Premiums” 


WASHINGTON, May 8, 1922. 
HE Federal Trade Commission 
I has taken a good many lickings 
at the hands of the courts and 
on more than one occasion has been 
soundly spanked by that august trib- 
unal, the United States Supreme Court. 
It is only fair to state, however, that 
a goodly number of its findings have 
been sustained and that some of the 
most important principles laid down by 
the commission in complaints of unfair 
competition have been supported by 
the United States Circuit Court of Ap- 
peals, and in several salient instances 
by the Supreme Court. 

The commission has scored a sweep- 
ing victory in a case based upon the 
contention that the employment by 
manufacturers of labels which mislead 
the consumer of the goods as to their 
real character is a form of unfair 
competition. The case has attracted 
much attention and has been briefly re- 
ferred to in the daily press, but the 
text of the opinion now having been 
made public, I am able to present the 
matter in detail for the information of 
readers of HARDWARE AGE. 


Did Labels Mislead? 


The case is that of the Federal Trade 
Commission vs. the Winsted Hosiery 
Company, the issue being the question 
as to whether the labels employed by 
the respondents are misleading. The 
commission contended that they were 
deceptive and, although the United 
States Circuit Court of Appeals over- 


By W. L. CROUNSE 


ruled this contention, that ruling has 
been reversed by the United States 
Supreme Court. 

The issue presented in this case is 
clear cut and unequivocal. On _ that 
account its determination by the Su- 
preme Court provides a ruling by 
which manufacturers and merchants 
may be guided without fear of con- 
fusion or misunderstanding. 

The Winsted Hosiery Company has 
for many years manufactured under- 
wear which it sells to retailers through- 
out the United States. It brands or 
labels the cartons in which the under- 
wear is sold as “Natural Merino,” 
“Gray Wool,” “Natural Wool,” “Natu- 
ral Worsted,” or “Australian Wool.” 

None of this underwear is all wool. 
Much of it contains only a small per- 
centage of wool; some as little as ten 
per cent. 


Basis of Complaint 


The Federal Trade Commission in- 
stituted a complaint under Section 5 
of the Act of Sept. 26, 1914, c. 311, 38 
Stat. 717, 719, and called upon the com- 
pany to show cause why use of these 
brands and labels alleged to be false 
and deceptive should not be discon- 
tinued. After appropriate proceedings 
an order was issued which, as later 
modified, directed the company to 
“cease and desist from employing or 
using as labels or brands on underwear 
or other knit goods not composed 
wholly of wool, or on the wrappers, 
boxes or other containers in which they 
are delivered to customers, the words 


‘Merino,’ ‘Wool’ or ‘Worsted,’ alone or 
in combination with any other word or 
words, unless accompanied by a word 
or words designating the substance, 
fiber or material other than wool of 
which the garments are composed in 
part (e.g., ‘Merino, Wool and Cotton’; 
‘Wool and Cotton’; ‘Worsted, Wool, and 
Cotton’; ‘Wool, Cotton, and Silk’) or by 
a word or words otherwise clearly in- 
dicating that such underwear or other 
goods is not made wholly of wool (e.g., 
part wool).” 


Dismissed by Lower Court 


A petition for reyiew of this order 
was filed by the company in the United 
States Circuit Court of Appeals for 
the Second Circuit. The prayer that 
the order be set aside was granted; 
and a decree to that effect was entered. 
That court said: 

“Conscientious manufacturers may 
prefer not to use a label which is ca- 
pable of misleading and it may be that 
it will be desirable to prevent the use of 
the particular labels, but it is in our 
opinion not within the province of the 
Federal Trade Commission to do so.” 

Believing that the court was in error 
in holding that it was not within the 
province of the Federal Trade Commis- 
sion to prohibit the use of misleading 
labels, the commission applied for a 
writ of certiorari to the United States 
Supreme Court where the case was 
argued at length on the basis of the 
commission’s findings of fact. In 
analyzing these findings, the Supreme 
Court says: 
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“The findings here involved are clear, 
specific and comprehensive: The word 
‘Merino’ as applied to wool ‘means pri- 
marily and popularly’ a fine long- 
staple wool, which commands the high- 
est price. The word ‘Australian Wool’ 
means a distinct commodity, a fine 
grade of wool grown in Australia. The 
word ‘wool’ when used as an adjective 
means made of wool. The word 
‘worsted’ means primarily and popu- 
larly a yarn or fabric made wholly of 
wool. A substantial part of the con- 
suming public, and also some buyers 
for retailers and sales people, under- 
stand the words ‘Merino,’ ‘Natural Me- 
rino,’ ‘Gray Merino,’ ‘Natural Wool,’ 
‘Gray Wool,’ ‘Australian Wool’ and 
‘Natural Worsted,’ as applied to under- 
wear, to mean that the underwear is 
all wool. By means of the labels and 
brands of the Winsted company bear- 
ing such words, part of the public is 
misled into selling or into buying as all 
wool, underwear which in fact is in 
large part cotton. And these brands 
and labels tend to aid and encourage 
the representations of unscrupulous re- 
tailers and their salesmen who know- 
ingly sell to their customers as _ all 
wool, underwear which is largely com- 
posed of cotton. Knit underwear made 
wholly of wool, has for many years 
been widely manufactured and sold in 
this country and constitutes a substan- 
tial part of all knit underwear dealt 
in. It is sold under various labels or 
brands, including ‘Wool,’ “All Wool,’ 
‘Natural Wool’ and ‘Pure Wool,’ and 
also under other labels which do not 
contain any words descriptive of the 
composition of the article. Knit un- 
derwear made of cotton and wool is 
also used in this country by some manu- 
facturers who market it without any 
label or marking describing the mate- 
rial or fibres of which it is composed, 
and by some who market it under 
labels bearing the words ‘Cotton and 
Wool’ or ‘Part Wool.’ The Winsted 
company’s product, labeled and branded 
as above stated, is being sold in com- 
petition with such all wool underwear, 
and such cotton and wool underwear.” 


Public Understood Facts 


The Supreme Court points out that 
the commission’s findings of fact are 
undoubtedly supported by ample evi- 
dence. It then notes the fact that the 
Court of Appeals contended that the 
method of competition complained of 
is not unfair within the meaning of the 
act, because labels such as the Winsted 
company employs, and _ particularly 
those bearing the word “Merino,” have 
long been established in the trade and 
are generally understood by it as indi- 
cating goods: partly of cotton; that the 
trade is not deceived by them; that 
there was no unfair competition. for 
which another manufacturer of under- 
wear could maintain a suit against the 
Winsted company; and that even if 
consumers are misled because they do 
not understand the trade signification 
of the label or because some retailers 
deliberately deceive them as to _ its 
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meaning, the result is in no way legally 
connected: with unfair competition. 

The Supreme Court brushes this 
reasoning aside as wholly untenable. 
With more warmth than the members 
of this tribunal usually employ in 
framing their opinions, Justice Bran- 
deis, who delivered the opinion of the 
court, says: 

Argument Held Unsound 


“This argument appears to have pre- 
vailed with the Court of Appeals; but 
it is unsound. The labels in question 
are literally false, and, except those 
which bear the word ‘Merino,’ are pal- 
pably so. All are, as the commission 
found, calculated to deceive and do in 
fact deceive a substantial portion of 
the purchasing public. 

“That deception is due primarily to 
the words of the labels, and not to de- 
liberate deception by the retailers from 
whom the consumer purchases. While 
it is true that a secondary meaning of 
the word ‘Merino’ is shown, it is not a 
meaning so thoroughly established that 
the description which the label carries 
has ceased to deceive the public; for 
even buyers for retailers, and _ sales 
people, are found to have been misled. 

“The facts show that it is to the 
interest of the public that a proceeding 
to stop the practice be brought. And 
they show also that the practice con- 
stitutes an unfair method of competi- 
tion as against manufacturers of all 
wool knit underwear, and as against 
those manufacturers of mixed wool 
and cotton underwear who brand their 
product truthfully. For when mis- 
branded goods attract customers by 
means of the fraud which they per- 
petrate, trade is diverted from the 
producer of truthfully marked goods. 
That these honest manufacturers might 
protect their trade by also resorting to 
deceptive labels is no defense to this 
proceeding brought against the Win- 
sted Company in the public interest. 


Frauds Not Condoned by Usage 


“The fact that misrepresentation and 
misdescription have become so common 
in the knit underwear trade that most 
dealers no longer accept labels at their 
face value, does not prevent their use 
being an unfair method of competition. 
A method inherently unfair does not 
cease to be so because those competed 
against have become aware of the 
wrongful practice. 

“Nor does it cease to be unfair be- 
cause the falsity of the manufacturer’s 
representation has become so_ well- 
known to the trade that dealers, as 
distinguished from consumers, are no 
longer deceived. The honest manufac- 
turer’s business may suffer, not merely 
through a competitor’s deceiving his 
direct customer, the retailer, but also 
through the competitor’s putting into 
the hands of the retailer an unlawful 
instrument, which enables the retailer 
to increase his own sales of the dis- 
honest goods, thereby lessening the 
market for the honest product. 

“That a person is a wrongdoer who 
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so furnishes another with the means of 
consummating a fraud has long been 
a part of the law of unfair competi- 
tion. And trade-marks which deceive 
the public are denied protection al- 
though members of the trade are not 
misled thereby. 

“A substantial part of the public was 
still misled by the use of the labels 
which the Winsted Company employed, 
the public had an interest in stopping 
the practice as wrongful; and since 
the business of its trade rivals who 
marked their goods truthfully was 
necessarily affected by that practice, 
the commission was justified in its con- 
clusion that the practice constituted 
an unfair method of competition; and 
it was authorized to order that the 
practice be discontinued.” 

As the result of the decision of the 
court in this interesting case, it is 
understood that a considerable number 
of complaints of similar practices will 
be issued by the commission against 
other manufacturers. Some of these 
are understood to have been withheld 
pending the forma! decision of the court 
as to the legality of the commission’s 
action in the Merino case. 


Commission Attacks Another Lumber 
Association 


The Federal Trade Commission is 
determined to follow up the advantages 
it has recently gained as the result 
of court decisions holding to be illegal 
trade associations and individual corpo- 
rations whose operations transgressed 
the Sherman Act or other anti-trust 
laws as construed by the commission. 
Pursuant to this policy it issued a 


‘formal complaint during the past week 


against the Douglas Fir Exploitation 
& Export Company and 107 stockhold- 
ers and officers in the respondent as- 
sociation who are lumber manufactur- 
ers in the States of Oregon, California 
and Washington. The respondents 
are given thirty days in which to 
answer, after which the case will be 
tried on its merits. 

The complaint charges conspiracy to 
hinder and obstruct competition, and 
alleges that.the respondent association 
is not engaged solely in export trade 
and that it therefore does not come 
within the jurisdiction of the Webb- 
Pomerene law. It is alleged that the 
association controls the manufacture 
and sale of 85 per cent of all the 
Oregon pine, red fir, yellow fir, Co- 
lumbian pine, Puget Sound pine and 
British Columbia pine, which is manu- 
factured and sold in the United. States. 


Alleged Unlawful Acts 


It is further alleged that in order to 
carry out the conspiracy the respond- 
ents: 

(1) coerced competing manufactur- 
ers to join their association and to 
abide by their plan of equalization of 
distribution of orders; 

(2) attempted to injure competitors 
in foreign countries by cutting prices 
on lumber. 
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(3) refused to sell lumber to export 
merchants unless they agreed to pur- 
chase 85 per cent of all their require- 
ments from respondents. 

(4) refused to sell lumber to export 
merchants who bought for export else- 
where at prices below those fixed by 
respondent association. 


Forced Competitors Into Association 


(5) circulated threatening and co- 
ercive statements to compel competitors 
to become members of the association. 

(6) conspired with a British export 
association, which they helped organize, 
in fixing prices of lumber to American 
and foreign purchasers. 

(7) prevented customers of competi- 
tors from obtaining steamship facili- 
ties for transportation of lumber. 

(8) circulated misleading and unfair 
reports concerning the business reputa- 
tion of competitors and prospective 
competitors. 

In view of the decision of the 
Supreme Court in the so-called Hard- 
wood Lumber case, the further proceea- 
ings upon the complaint above set forth 
will be awaited with much interest by 
business men and especially by those 
who are in any way responsible for 
the policies of voluntary trade associ- 
ations. It is probable that the final 
disposition of this case will still fur- 
ther clarify the law respecting the 
scope of legitimate trade organizations. 


Commission Disapproves “P. M.’s” 


“A faithful reader” of HARDWARE 
AGE has asked me to state the-attitude 
of the Government toward the prac- 
tice frequently resorted to by manufac- 
turers in certain lines who pay pre- 
miums either in cash or merchandise 
to the employees of the retail mer- 
chants who handle their goods. The 
payment of these premiums is in- 
tended, -of course, to. induce the re- 
cipients to push the goods of the manu- 
facturers in question and in some cases 
to give them preferred positions in dis- 
plays in show cases, windows, etc. 

Judging by the large number of com- 
plaints that have reached the commis- 
sion, this “P. M.” practice, as it is 
called, has been very generally resorted 
to and is on the increase rather than 
the wane. There’s a reason, as you 
will see if you read on. 

The Federal Trade Commission re- 
gards the payment of premiums as 
unethical, unsound economically and 
an undoubted form of unfair competi- 
tion. The courts, however, do not sup- 
port the Commission’s view of the mat- 
ter; hence it has not been possible for 
the Commission to stop the practice 
which, by reason of the reversal of the 
Commission’s order in a notable case, 
is now being more generally resorted 
to than ever. 


Two Classes of Cases 


Cases of this class are roughly 
divided into two categories namely; 
those in which the premium is paid the 
retailers’ employee by the manufac- 
turer or wholesaler with the full knowl- 
edge and consent of the retailer, and 
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those in which the payment is made 
surreptitiously without the retailers’ 
knowledge. The Commission condemns 
the practice in both classes of cases. 

Thus far only the first class of cases, 
that is to say, those in which the pre- 
miums have been paid with the em- 
ployers’ knowledge, have been brought 
to the attention of the court. This 
type represents the great majority, 
however, hence it is not so important 
to know what the courts would say if 
presented with a case in which the 
payment of the premium was surrepti- 
tious and without the knowledge of the 
employer of the salesmen receiving the 
premium. 

The premium case upon which the 
courts have ruled was brought by the 
Commission against the Kinney-Rome 
Company, manufacturers of bed 
springs, who with the knowledge and 
consent of the retailers handling their 
goods made presents to the retailers’ 
employees to push the company’s goods. 
This practice the Commission held to 
be unfair competition so far as other 
bed spring manufacturers were con- 
cerned and a deception upon the public 
which would have no means of know- 
ing that the representations made by 
salesmen regarding the Kinney-Rome 
Company’s bed springs were predicated, 
in part at least, upon the salesman’s 
desire to earn a premium. 


Case Appealed to Circuit Court 


After the commission had issued its 
decree in this case enjoining the manu- 
facturers from continuing the practice 
of paying premiums, the respondent 
company appealed the case to the 
United States Circuit Court of Appeals 
for the Seventh Circuit. In this court 
the Commission received a decided set- 
back, the court holding that the com- 
mission’s contentions were unfounded 
and, therefore, that the order to cease 
the practice complained of was null 
and void. 

“It is conceded that no manufacturer 
had any right to interfere in the mer- 
chant’s business. It is equally true 
that when any manufacturer sold to 
the merchant he met, overcame and 
ended any competition in which he had 
any interest. His interest in those 
goods was terminated, and when they 
again entered the channels of trade 
they entered as the goods of a new 
owner, along with the other goods 
owned by him. 

“The new owner’s problems were 
with other retail dealers, handling 
oftentimes goods identical in make and 
kind with his own, and competing for 
the favor of the buying public. It 
needs no discussion to show that that 
was wholly his competition, to be met 
in his own way, by his own methods, 
and in it the manufacturer had no 
part. Any plan or scheme to advance 
one kind of goods and to keep back 
another is a matter wholly and abso- 
lutely under the control of the merchant 
in meeting his problems in his com- 
petition, and does not constitute a 
fraud, nor is it unfair to anyone who 
does not owr the goods. 





81 


“Likewise the public, if it has an 
interest in competition has such interest 
only in the competition between differ- 
ent merchants. It has no right to de- 
mand for itself that a merchant shall 
set up a competition in his own house, 
and between his own goods. 

“The channels of trade that must 
be kept open for the manufacturer are 
those that run between him and other 
manufacturers, and necessarily end 
when he has sold. The channels of 
trade that must be kept open for the 
buying public do not run through the 
retailer’s store, but do run between the 
different stores seeking the favor of the 
buying public. 


Need Not Disclose Interest to Public 


“We are of opinion that there can 
be nothing in the contention that some 
special interest in a clerk which is un- 
disclosed to the buying public repre- 
sents an unfair method of competition 
because of an incentive and oppor- 
tunity of the clerk to deceive the pub- 
lic. Undoubtedly the clerk, with the 
master’s consent, may discriminate be- 
tween the master’s goods. 

“All of the buying public, with at 
least ordinary knowledge and intelli- 
gence, knows that a salesman is repre- 
senting the merchant’s interest, and 
that every merchant may and very fre- 
quently does have reason for pushing 
the sale of one kind of goods or more 
than another; but if that were not 
true, it would be little less than an 
absurdity to say that a salesman, who 
often is the merchant himself, in order 
to escape the charge of unfairness must 
disclose to every would-be buyer his 
interest in the transaction in hand. 
That is just what the contention, it 
allowed, would lead to. 

“Nor is it conceived that there is 
any danger from falsehood or mis- 
representation. A salesman, with the 
master’s consent, may discriminate all 
he pleases between the goods he has 
to sell. Neither a salesman having a 
special interest in one article, where 
he has many to sell, nor a salesman 
with a single article to sell, has any 
right to indulge in falsehood and mis- 
representation; but there is here no 
evidence of falsehood or misrepresenta- 
tion.” 


Will Make New Case 


But the Commission is not satisfied 
to allow this matter to rest here. It 
will probably accept, for the present 
at least, the decision of the court that 
the payment of premiums is not unlaw- 
ful if made with the knowledge of the 
employer of the salesman receiving the 
premium, but it will prepare a new 
case at an early date attacking the 
practice where the payment is made 
surreptitiously. 

In the meantime, the payment of 
premiums is becoming so general that 
some manufacturers circulate among 
the employees of their distributors 
elaborately printed catalogs illustrating 
the “gifts” that they are willing to 
make to zealous sales people who push 
their goods. 
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A Good Boost for Your Sport Goods Department 
—Strong Tire Ad—“Re-Hardware” Idea Grows 


A Small Ad That Stands Out 
No. 1 (2 cols. x 5 in.) 

This ad was used in the current 
issue of Store News, the monthly store 
paper published by E. Hackley, Earl 
Park, Ind. It demonstrates how a dis- 
tinctive layout can make a small ad 
stand out and thereby do the work of 
a larger one. 

It also illustrates the advantage of 
using electros furnished by your manu- 
facturers. It pays to keep a watchful 
eye on the material they send you, 
otherwise you will miss many a good 
thing for your newspaper, store paper 
and your circulars. 

The copy is well handled—the guar- 
antee being presented in a distinctive 
and convincing manner. 


“Re-Hardware” Again 
No. 2 (3 cols. x 8 in.) 


We predicted a vogue for the word 
“re-hardware” coined by William Lud- 





Hydro-Toron tires are fearlessly 
guaranteed because we know—from 
the experience of users of these tires 
—that the promised performance is 
practically sure. 

performance means satisfy- 
ing service. Hydro-Toron tires have 
made an unheard of number of quick 
friends. They are permanent friends 
use the tires have made good. 
Oversize—as big as cord tires—but 
better than cord tires. 
Hydro-Toron tires will surely be 
your ‘next selection. 














1—The simple combination of rectangle 
and circle enables this advertiser to 
obtain a striking effect in small space 





, “When the'old house doors are saggin 
An’ no longer seem ter fit, 
| It’s a sign the hardware’s givin’ out, 
Hard weat’s the kause of it, 
, An’ the only way ter fix ’ent up 
An’ put ’em in repair 
s—hunt the nearest dealer an’ say— 


Re- 
Hard- 


| 
| ~ RE-HARDWARE 


Ware!” 


When the winders start ter rattle 
At the lightest sort o’ breeze, 

An’ the old front door lock hesitates 
Respondin’ ter the keys; 

When. the slidin’ door gits bumpy, 
-An’ all ketches ketch fer fair, 

= way ter fix ’em is to— 
‘Re- 


Hard- 
Ware!” 


Or perhaps, though lotks are workin’ 
With their kustomary vim, 
What they need, ter make ’em klassy, 
‘ {Is a band-new set o’trim. 
Shiny knobs an’ bright eskutchuns 
That’ll make yer callers stare, 
An’ — only way ter do it is to— 
“Re. 
Hard- - 
are!” 
“You know’em. 
We sell’ When the house is all re-hardwared, 
enL It may pay if you yerself 
Probe the korners of yer make-up 
An’ haul out yer mental slielf 
Rake over all the pasky faults 
That may be sproutin’ there, 
An’ if you need re-trimmin’, you, too— 


‘Re. 
Hard- 
Ware!” 


W.T Breeze. @ 


Brooksvilie Ky 


Distributors of YA LE- Locks & Hardware 
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2—W. T. Breeze thinks so much of “re-hardware” that he devotes this entire three- 
column ad to the original verses on the word 


lum, adman for Howard’s, Mt. Vernon, In the case of this ad by W. T. 
N. Y., and our prediction seems to be Breeze, Brooksville, Ky., the word is 
working out for we note a widespread featured by reprinting Mr. Ludlum’s 
use of the word. ‘original verses which appeared recently 
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Good Medicine 
for- run-down houses 
RE- 


HARDWARE 


Take 
One Pair Knobs, 
Two Escutcheons, 











Apply , 
to Ftont Door; in place of 
Old Trim and the whole house 
will look well again. 
The Sale of a House 
often depends upon the appear- 
ance of 
The Front Door. 
To put it in good condition— 
Re- Hardware 


Q. 











8—Here’s a case where the prescription 
is as good for the reader as it is for the 
hardware man 


in the columns of HARDWARE AGE. 
“Re-hardware” is a catchy word and 

will eventually take its place as a cur- 

rent word in hardware phraseology. 


The Original “Re-Hardware” Man 


No. 3 (2 cols. x 6 in.) 

Here is an ad by William Howard’s, 
Mt. Vernon, N. Y., who started the “re- 
hardware” ball rolling. His latest ef- 
fort is certainly unique and carries a 
hint to the man who wants to sell that 
which is really worth-while. There is 
no question that a front door has often 
made a sale or at least put the prospect 
in a frame of mind that made the sale 
easy. 

Why not try a “good medicine” ad on 
the home-owners of your community? 


The Adman Makes a “Babe Ruth” 


No. 4 (3 cols. x 14 in.) 


After a winter of writing copy on 
stoves, ash cans and other prosaic 
needs, the hardware man should be glad 
to dip his pen in favor of the grand 
old national sport. 

We'll say that the Haynes man has 
batted out a crackerjack baseball ad 
and a snappy business-getter, too. 
Here’s the full dope on balls, gloves, 
mitts, shoes, uniforms, team equipment 
and everything. Prices, too, along the 
line. 

Banister & Pollard, Newark, N. J., 
sent us a section of the Newark Star- 
Eagle in which they have five pages. 
These pages were divided into ten sec- 
tions each, every section featuring a 
hardware manufacturer and his prod- 
uct which is sold by Banister & Pol- 
lard. The pages were introduced by 
a full-page editorial presentation in 
which capital is made of the fact that 
the firm was established in 1817 and 
has served the public for more than 
a century. The different departments 
are featured on this page and the trade- 
mark of the firm “Home of Good Hard- 
ware” shown. 
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Baseball! 


The Great American Sport! 


How the blood tingles through the arms and fingers of the “Great Game 
Lovers.” Maybe your playing days are over, but don't rorget the boys 
and young men who will send thrills down your back this summer, and 
if you play come in and get the reel of real baseball equipment, If the 
boy plays, encourage him; come in and fit him out. We are headquar- 


ters. 
BASEBALLS 
D. & M. Balls, lively, careful workmanship, strong 
seams, stand lots of batting and hard play. Officiat 
League down to boys’ sizes. Baseballs __15¢ and up 


FIELDERS’ GLOVES 
G41, the Babe Ruth Glove, mediym length fingers, 
largé in hand, well padded with a light palm. No ex- 
aggerations in its construetion and perhaps the most 
popular model in the game. Made of cremore 
snuffed horsehide, both outside and lining. It has the 
“feel” when you slip it on—you’Hl like it. Price $7.00 
Other Fielders’ Gloves, 75c and Up 


BASEMAN’S MITTS 
*D. & M. baseman’s mitts are designed by the “Big 
Leaguers,” and with their ideas embodied into 
these mitts. You can readily understand why so 
many of the “Big Boys” in the game use D.’& M. 
There’s several models fer your selection. 


CATCHERS’ MITTS 


Here again experience in the game was 
brought into the designing of a glove. The 
ball “plunks” into the well formed pocket, 
well padded to give protection. Heavy rein- 
forcements over back of fingers to protect fin- 
ger tips and thumbs. The lighter, smaller . 
models for boys are away above the average. 


Catcher’s Mitts, $1.00 and Up 


BASEBALL SHOES 


Light weight and strength are the great demands 
from shoes. Wilson shoes offer everything you 
need and desire; standard sizes in stock. Price 


Ball players need uniforms not only for effect, but for free motion of the 
body. We stock uniforms and can outfit your teams on short notice. As 
to prices—See’Us. We are right. 


FOR THE BOYS 
Mothers—you can’t go wrong on buying the boy a baseball suit. He'll 
wear it all summer to play in, whether or not he plays ball. 
A good 2-piece Uniform Costs Gnly $2:25 


TEAM EQUIPMENT 
We specialize in team equipment and are in a position to furnish stand- 
ard, accepted merchandise at favorable prices. It will pay you to visit 
this department of our store. 





’ 
10-20 Titan 
Tractor 
$795 Deliv’d. 
3-base plow 


Free, on de- 
liveries before 








: May 1. 
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612-622 COML. PHONE 105. 
THE PIN CHESTER STORE 


po 
10-20 Titan 
Tractor 
$795 Deliv’d. 
3-base plow 
Free, on de-] 
liveries before 
May 1. 
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4—This Haynes ad is a complete baseball story—interesting and effective 
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MARKET REPORTS 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York,. May 8. 


ASIC conditions in the New York 
B market remain practically un- 
changed. Jobbers report a fair- 
ly brisk business for seasonable ar- 
ticles of all kinds, and good, consistent 
sales of staples. 

Rumors of an impending advance in 
builders’ hardware prevail throughout 
this section. 

Weather conditions have so far been 
more or less unfavorable for a number 
of seasonable articles, such as garden* 
hose, sprinklers, and so forth. Dealers 


in sporting goods report fair sales, and 
improvement is reported also by jobbers 


who handle toys and automobile acces- 
sories. 

Relatively few price changes were 
reported during the past week. The 
majority of merchants in this territory 
when asked about price tendencies, ex- 
pressed themselves to the effect that 
there will be very few drastic changes 
within the next few months. The 
changes that will be made, according 
to market authorities, will be in the 
nature of readjustments, or such 
changes that are made necessary by in- 
creased demand. 

As some jobbers have pointed out, it 
would seem probable that a number of 
small changes will become effective on 
certain specialized lines for which the 
demand has been more or less limited. 
Many manufacturers have been produc- 
ing goods only to the extent of meeting 
the requirements of actual orders and 
have virtually no surplus stocks avail- 
able. If the demand should increase 
materially prices, it is said, would in- 
evitably advance. Among the articles 
mentioned as being affected by a con- 
dition of this kind are certain lines of 
tools, some of the articles that come 
within the category of builders’ hard- 
ware, and also steel and wire goods to 
some extent. 

The general tone, however, in the 
local market indicates that the major- 
ity anticipates better general conditions 
rather than apprehending any extensive 
period of possible shortages and ad- 
yance in prices. 

Jobbers report the following price 
changes: 

Box strapping has been reduced by 
some local firms 742 per cent. 


NEW YORK 


Ames snow shovels have been reduced 
$2.75 per doz. 

Some of the local jobbers are frankly 
discussing the possibility of an immi- 
nent 10 per cent advance on many 
builders’ hardware items. 

Charles Morrill, Inc., 100 Lafayette 
Street, New York City, has announced 
a final reduction for the year on its 
entire line, effective April 15. 

Cordley & Hayes, 7 and 9 Leonard 
Street, New York City, manufacturers 
of fibre ware, bottle coolers, etc., have 
announced a price reduction ranging 
from 5 to 20 per cent, effective May 1, 
on all but one article, namely, the 
“Fibrotta” star pail, the price of which 
remains the same. 

Automobile Accessories.—Sales are 
reported to be increasing; prices are 
apparently firm, and jobbers’ stocks in 
fair condition. 

Awning Rope.—Mild interest, fair 
stocks, steady prices characterize this 
line. 


Jobbers’ quotations, f.o.b. New York: 
_ Awning rope, 3/16 in., 37c. net per lb.; % 
in., 36c. per Ib. net; 5/16 in., 36c. per Ib. net. 


Bolts and Nuts.—The same consistent 
interest holds for all items listed under 
this heading. Jobbers’ sstocks are re- 
ported to be in good condition, and 
prices firm. 


Jobbers’ quotations, f.o.b. New York: 

_ Square nuts, No. 50, per Ib., %4 in., 19¢.; 
5/16 in., 18¢c.; % in., 16c.; 7/16 in., 15¢.; 
¥% in., 18c.; % in., 12c., and % in., lle. 

Common carriage bolts, % by 6 and 
smaller, 50, 10, 5 per cent; longer and 
thicker, 50, 10, 5 per cent. 

Machine bolts, % by 4 and smaller, 60,10 
and 5 per cent; larger and thicker, 60, 10 
and 5 per cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 80 to 80-10 per cent; larger and 
thicker, 75 per cent. 

Tinners’ rivets, 60 per cent. 

Hexagon machine screw nuts, iron, new 
rg 50 and 10 per cent: brass, 4/32-14/20, 

10 and 5 per cent, new list. 

“Loc k washers, 50 per cent. 

ate bolts, steel, bright finish, 60 per 

ent. 

Iron rivets, 60 
rivets, 40 per cent. 
Stove bolts, 80, 10 per cent. 

Lag screws, 60, 5, 5 per cent. 

Builders’ Hardware.—Weather con- 
ditions have not been as favorable as 
they might have been during the past 
few weeks, but jobbers report steady 
sales. Stocks are said to be only fair. 
Rumors persist that prices will ad- 
vance. 


Jobbers’ quotations, f.0.b. New York: 

Cylinder front door sets, wrought bronze 
metal, escutcheons 10% to 2% in., inside 
7 x 2% in., three paracentric keys, dull 


per cent; solid copper 


brass finish, $6.88 each. Antique copper, 
$6.88 each. Bit key front door sets, wrought 
bronze metal, escutcheons 10% x 2% in 
swivel spindle, three nickel keys, dull brass 
finish or antique copper finish, $2.64 each. 
Mortise lock sets, wrought steel, escut- 
cheons, 7 x 2% in., knobs 2% in.. one set in 
a_ box, finish dull brass or antique copper, 
$7.70 per doz. Case lots, 5 doz., $6.49. Co- 
lonial sectional handle set for residence 
front door, wrought bronze metal, outside 
handle and cylinder inside knob and escut- 
cheon, with turn knob, lock, 5% x 3% in., 
dull brass finish, $8.25 each. Bathroom 
sets, operated by thumb knob, nickel plated, 
steel knob and escutcheon, 88c. per set. 
Bronze knob and escutcheon, $1.36 per set. 
Glass knob, bronze escutcheon, $2.09 per set. 

Glass push plate for swinging doors, 
3 x 12 in. bevel edges, square corners, bored 
for screws, $4.13 per doz. Wrought steel 
push plates, round corners, 2% x 10 in., 
dull brass or antique copper finish, $1.72 
per doz. 

Store door handles, wrought steel, 

dull brass or antique 


with plates 3%. x 14% in. and 

handle for each side of door, same finishes, 
$2.48 per set. 

Upright rim locks, cast iron, 4 x 3% in., 
escutcheon and screws, $2.06 per doz. 

Casement fasts, cast iron dull brass mor- 
tise stripe, right or left hand, 1 x 1% in., 
$1.49 per doz. 


Cultivators.—Interest remains active, 
especially among out-of-town dealers. 
Stocks are fair, and prices firm. 


Jobbers’ quotations, f.o.b. New York: 

Cultivator, 3 forged steel prongs, can be 
used as a hoe, weeder, etc., 4-ft. ash handle, 
$6.78 per doz. net. Same, with wheel plow 
attachment, detachable handle, 5 forged 
steel prongs, 4%4-ft. ash handle, $9.08 per 
doz. net. Cultivator, with adjustable steel 
parts, 4 teeth, cold pressed, malleable iron 
socket, polished hardwood handle, 4 ft. 
long, $9.08 per doz. net. Garden cultivator, 
18-in. wheel, with 1%4-in. tire, consists of 
mold-board, sweep, reversible bull tongue 
rake and wrench, $2 each net. Garden 
cultivator, 24-in. wheel, % x %_in. rim 
cultivator, sweep, reversible shovel, 1% x 
3% x 11-in. rake and wrench, $2.35 each 
net. 

Grass Hooks.—Interest is mild, prices 
firm and stocks adequate. 

Jobbers’ quotations, f.o.b. New York: 

Grass hooks, Little Giant, $5.35 per doz. 
Village oy $5.65 per doz. Light- 

> 245 50 per doz. English Plain Back, 

. 2, $5.70 per doz. English Plain Back, 

. 3, $6.10 per doz. English Riveted Back, 
No. 3, $7.70 per doz. 

Hose Clamps and Couplings.—Mild 
interest but fair, consistent buying 
characterize these lines. Prices are 
firm and stocks fair. 

Jobbers’ quotations, f.o.b. New York: 

Brass hose clamps, for %-in. hose, 42¢ 
per doz. Steel hose clamps, for 5-in. hose, 
37c. per doz. Clinchine hose couplings for 
5%-in. hose, $2.65 per doz. Wrought brass 
hose couplings for %-in. hose. $1.45 per 
5 For %-in. hose, $1.45 per doz. For 

-in. hose, $1.45 per doz. 

" Hose Reels.—A fairly busy week was 
reported by local jobbers for these ar- 
ticles. Prices are reported to be firm, 
and stock adequate. 


Jobbers’ quotations, f.o.b. New York: 


plate 


copper, 
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Hose reels, all metal with channel steel 
frame, cast iron wheels, 9-in. corrugated 
steel drum, steel arms, enameled green and 
black, capacity 100 ft. %-in. hose, $25.25 
per doz. net. Same with steel rope, elec- 
trically welded together, japanned, galvan- 
ized steel drum, diameter of wheel 21% 
in., length of handle 28 in., capacity 100 ft. 
of garden hose. $30 per doz. net. Same, 
all metal tubular frame, corrugated, gal- 
vanized steel drum, tubular steel wheels, 
enameled green, height of reel 21 in., capac- 
itv 100 ft., $42 per doz. net. Same, with 
height of reel 24 in., 100 ft. capacity, $48 
per doz. net. 


Lawn Mowers.—Good buying is re- 
ported by local jobbers for lawn mow- 
ers on all sizes. Prices are firm and 
stocks in fairly good condition. 


Jobbers’ quotations, f.o.b. New York: 

Lawn mowers, 3 blades, adjustable bear- 
ings, 8-in. side wheel, finished in pea green, 
gold striped, 10-in., $5 each net; 12-in., $5 
each net; 14-in., $5.30 each net; 16-in., $5.60 
each net; 18-in., $5.95 each net. Ball bear- 
ing lawn mowers, 3 blade, adjustable bear- 
ings, 18-in. drive wheel, finished in gold, 
aluminum and blue, 12-in.. $6.35 each net; 
14-in., $6.70 each net; 16-in., $7.05 each net; 
10%-in. raised open drive wheel, 4 tem- 
pered steel blades, reel 6-in. diameter. fin- 
ished in aluminum. gold and green, red and 
gold striped, $9.25 each net. Same. 16-in., 
$9.75 each net; same, 18-in., $10.25 each 
net: 20-in., $10.85 each net. 

Grass catchers, wire frame, adjustable 
heavy iron bottom. white duck, for mowers 
12 to 16-in., $10.53 per doz. net. Same for 
mowers, 16 to 20-in., $13.13 per doz. net. 


Linseed Oil_—An advance of 2c. per 
gal. made during the past week by sev- 
eral leading crushers which was at- 
tributed to the sharp rise in Argentina 
seed, and also to a much improved local 
demand. Local stocks are reported to 
be light. The demand is active. 


Linseed oil in lots of less than 5 bbl., 96c. 
In lots of 5 bbl. or more, 93c. Carload lots, 
89c. to 90c. Boiled oil is 2c. extra. Double 
boiled oil 3c. extra and oil in half bbl. 5c. 
per gal. additional. 

Nails.—Sporadic interest character- 
_izes the local nail market. Stocks are 
apparently adequate to meet all pres- 
ent demands, and prices differ in dif- 
ferent parts of the city. 

Jobbers’ quotations, f.o.b. New York: 

Wire nails, $3.35 base, per keg. Cut 
nails. $3.90 base, per keg. Coated nails, $3 
to $3.15 base. per keg. Wire nails and 
ms, in small lots, 75 to 10 per cent off 

ist. 

Roofing nails, per 100 lb., $7.25 for gal- 
rE and $5.25 plain. This applies to 

X 124. 


Naval Stores.—Turpentine and rosin 
are both steady. General buying, how- 
ever, is principally for small quantities. 
Few large buyers are in the market. 

Prices to the retailer, f.0.b. New York: 

Turventine in bbl., 87c. to 91c. Rosin, on 
a basis of 280 Ib. to a bbl., B grade, $5.25; 
D grade, $5.35: E grade, $5.40: I grade, 
$5.45; WW, $7.50. 

Pruning Shears.—Interest is reported 
to be good, prices steady, stocks ample 
throughout this section. 

Jobbers’ quotations, f.0.b. New York: 

Pruning shears, cast iron, steel blades, 
coppered wired coil spring, $4.65 per doz. 
net. Same, with malleable handle, flat 
Springs, $8 per doz. California pattern, 
9-in. size, $8 per. doz. Same nickel plated, 
$1470 per doz. Ladies’ model, nickel plated 
shears, $13.40 per doz. 

Poultry Netting Staples.—<Activity 
features this line at firm prices. 

Jobbers’ quotations, f.0.b. New York: 

Poultry netting staples, 10-lb. boxes, 7c. 
per lb. In 100-Ib. kegs, $5.75 per keg. 

Rope and Twine.—Better conditions 
are reported in the local rope market. 
Prices are apparently firm, stocks in 
good condition. 

Jobbers’ quotations, f.o.b. New York: 

Manila rope, No. 1 grade, 18c. to 19%c. 


ber lb. Hardware grade, 16c. per lb. Sisal, 
No. 1 grade, 15c. per lb.; sisal, No. 2 grade, 
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13c. per lb. Bolt rope, 20c. to 22c. per Ib. 
Lath yarn, 13c. to 15c. per lb. Jute wrap- 

ping twine, 20%c. to 25%c. per lb. India 

hemp twine, No. 6, 16c. to 18c. per Ib. 


Screens and Screen Doors.—Spring 
and summer hardware are attracting 
a good deal of interest among dealers. 
Prices are very firm, and are char- 
acterized by some jobbers as “bullish.” 


Jobbers’ quotations, f.o.b. New York: 

Continental screens No. 1833, $5.05 per 
doz.; 2233, $5.80 per doz.; 2433, $6.20 per 
doz.; 2833, $7.20 per doz.; 2837, $7.65 per 
doz. ; 3033, $7.50 per doz. 

Competitor screens, No. 1, $4.30 per doz.; 
2, $4.80 per doz.; 3, $5.80 per doz.; 4, $6.25 
per doz. 

All metal screens, No. 15, $5.40; No. 18, 
$6; No. 24, $7.05; No. 39, $9.55. 

Screen doors—Continental, 2/6 x 61/6, 
No.” 241, $18.14; No. 281, $19.30; No. 288 G, 
$24.60; No. 314, $27.50; No. 457 G, $22.65, 
all per doz. 

Screws.—Consistent interest prevails. 
Stocks are good and the new quotations 
published last week still hold. 


Jobbers’ quotations, f.o.b. New York: 

Wood. screws, iron bright, flat heads, 
82% per cent; iron bright, round and oval 
head, 80 per cent; iron blued, flat head 
(add 5 per cent to a net amount of in- 
voice). 82% per cent; iron blued, round 
head, 80 per cent; brass flat head, 77% per 
cent; brass round and oval head. 75 per 
cent. Extra discount quoted by local job- 
bers is 20 per cent. 

Machine screws, 60-10 per cent. 


Screen Cloth—Very active buying 
features this line. Prices are very firm 
and local stocks are reported to be 
rather light. Rumors of possible short- 
ages continue to circulate. 


Jobbers’ quotations, f.o.b. New York: 

Black screen cloth, 12 mesh, $2.15 per 100 
sq. ft. net. 

Screen cloth of white satin finish and 
double zinc coated after weaving, 12 mesh. 
$2.64 per 100 sq. ft. Same, 13 mesh, $4.40 
per 100 sq. ft. 

Bright galvanized screen cloth with cop- 
per selvage, 12 mesh, $4.25 per 100 sq. ft.: 
14 mesh, $4.50; 13 mesh. extra heavy, $5.75 


Spading Forks.—This line is fairly 
active at firm prices. 


Jobbers’ quotations, f.o.b. New York: 

Spading forks. 11l-in. angular tines steel 
cap ferrules, 5 tines, wood D handle, bronze 
finish, $21.40 per doz. net. Same, 5 tines, 
malleable D handle. bronze finish. strap 
ferrule, $19.20 per doz. net. Same, 4 tines, 
41%-ft. handle, bronze finish strap ferrule, 
$12.15 per doz. net. 


Sprinklers.—Little interest prevails 
for these articles. Weather conditions 
are unfavorable, prices steady, stocks 
adequate. 


Jobbers’ quotations, f.o.b. New York: 

Galvanized sprinklers, 4-qt., $6.35: 6-qt., 
$7.35: 8-qt., $8.15: 10-qt., $9.35; 12-qt., 
$10.65; 16-qt., $13.45; all per doz. net. 


Roofing Paper.—Good business is re- 
ported for this line. Stocks are in fairly 
good condition, and prices very firm. 


Jobbers’ quotations, f.o.b. New York: 

Roofing paper, 35-lb. roll, 79c. per roll: 
45-lb. roll, $1.30 per roll; 58-Ib. roll, $1.70 
per roll. 

Hard felt, 60-lb. standard roll, $1.40 per 
roll; red sheathing paper, 36 in. wide, 500 
sq. ft. in a roll: 25-ib. roll, 50c. per roll, 
and 30-Ib. roll, 75c. per roll. 


Trowels.—All garden tools are in 
good demand. Prices are steady and 
stocks adequate. 


Jobbers’ quotations, f.o.b. New York: 

Ladies’ flower trowel, heavy one-piece 
steel blade, 5%4-in., half polished and enam- 
eled maroon, stained handle, 85c. per doz. 
net. Garden trowel, 6-in. tinned steel 
blade, black enameled handle. riveted tang, 
75e. per doz. Florists’ trowel, heavy solid 
steel. 6-in. blade, half polished, riveted 
shank, hardwood handle, $1.15 per doz. net. 
tarden trowel. one-piece heavy cold-roll 
steel. 114%4-in. over all, blue finished, $2.15 
per doz. net. English pattern garden trowel, 
6-in. forged steel blade. polished and enam- 
eled, length over all 13% in., $2.25 per doz. 
net. tyarden trowel, 6 in., solid socket, 
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forged steel, full polished, grip handle, 
$6.75 per doz. net. 


Turf Edgers.—Interest is good, prices 
steady, stocks fair. 


Jobbers’ quotations, f.o.b. New York: 

Turf edger, cast steel blade, bronzed fin- 
ish shank, 4%4-ft. handle, socket style, 
$10.25 per doz. net. Same, shank style, 
$9.20 per doz. net. 


Window Glass.—Increased interest is 
reported. The market is very firm, and 
stocks apparently adequate. 


Prices to retailers, f.o.b. New York: 

A single, 84 to 87 per cent; B single win- 
dow glass, 85 to 88 per cent; A double, 85 
per cent; B double, 87 per cent. List of 
March 1, 1913. 


Wire Goods.—Wire goods of all kinds 
are in very active demand. Some job- 
bers’ stocks are reported to be very 
low, especially on poultry netting. 
Rumors of possible price advances and 
shortages continue. 

Jobbers’ quotations, f.o.b. New York: 

Poultry netting, galvanized after weav- 
ing, factory shipment, 50, 5 per cent; from 
New York stock, 45 to 50 per cent. Poultry 
netting, galvanized before weaving, factory 
shipment, 50-10-5 per cent. 

Square mesh wire cloth, 2 x 2, New York 
stock, $4.75 to $5 per 100 sq. ft. 

Wireless Equipment.—No abatement 
in the demand has yet been reported by 
local firms. The demand exceeds the 
supply. Prices vary in different parts 
of the city. 


P. S. Milwaukee Motor Products, Inc., 
Milwaukee, Wis., announce the follow- 
ing prices on its line of “Milwaukee 
Timers,” in lots of 1 to 10, $1.38 each; 
in lots of 10 to 50, $1.34 each; in lots 
of more than 50, $1.30 each. 


Reports from iron and steel centers 
give evidence that a buying wave is ex- 
pected to start in the near future. 


Copper buying is reported to be in- 
creasing. New copper is replacing 
scrap copper in demand. Some authori- 
ties estimate that the substituting of 
new copper will increase consumption 
at the rate of 10,000,000 pounds a 
month after July 1. 


“The aggregate annual repair bill of 
home owners throughout the country 
will amount this year to $540,041,769 
for one item alone—the replacement of 
rusted sheet metal work, including 
leaders and gutters, valleys and flash- 
ings. This fact has been brought out by 
a survey just completed by the Copper 
and Brass Research Association, 25 
Broadway, New York City. 


According to reports from the F. W. 
Dodge Co., the month of April broke all 
previous records for the amount of con- 
struction work started. It is signifi- 
cant to observe that there was an in- 
crease in every important class of con- 
struction work in April, even in indus- 
trial plants, which have been the last 
group to start activity. Last month’s 
figures represent an increase of 20 per 
cent more than the previous month and 
60 per cent more than April, 1921. 
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Office of HARDWARE AGB, 
1505 Otis Bldg., 
Chicago, Ill., May 2. 


} HE first few days of the month 

witnessed considerable activity 

= due to moving, both as to office 
locations and residences. The moving 
companies report that the moving day 
was the heaviest in their history. 
Three large Loop buildings closed their 
doors Sunday night and were turned 
over to wreckers so that new struc- 
tures could be erected. The First M. E. 
Church, long a landmark, is being 
torn down for a new building and the 
famous old McVickers Theater and the 
Stratford Hotel are also being demol- 
ished to make room for new structures. 
The building permits taken out in 
March totaled over $19,000,000. The 
permits for the first twelve days of 
April amounted to nearly $9,000,000, 
almost as much as for the whole month 
of April, 1921. Permits issued last 
week numbered 348, against seventy- 
nine the same week last year. There 
has been no let up in building activities 
and every day is showing an increase. 

This market is beginning to feel the 
effect of springtime trade, which has 
been very slow in starting. There are 
many indications which point to better 
business all along the line. While busi- 
ness in hardware circles is normally 
quiet about this time, it has kept up 
surprisingly well, averaging a little 
better than last week. 

All lines of finished steel are moving 
freely and values show greater strength 
with recent advances. ‘Railroads are 
buying in good quantities. The Chicago 
& Northwestern has placed an order 
for $6,000,000 worth of new equipment 
and some other roads are reported to 
have placed large orders. One line 
bought 10,000 kegs of spikes and in 
view of the strength of the market this 
business has been considered very fa- 
vorably. Steel jobbers are getting large 
business, due to contracts that have to 
be finished in a certain time and the 
mills’ slowness in making deliveries. 

Nails were advanced 10 cents per keg 
by local distributors this week. This 
advance has been expected for some 
time. There are no indications as to 
how long prices will remain at this 
level, due to the iron and steel market. 

General sales have kept up very well 
and while some distributors have been 
cautious as to their movements there 
is a feeling of increased confidence in 
the stability of prices, which will mean 
increased stocks. The catalog houses 
show gains for the last month over the 
previous one, which serves to indicate 
that the rural communities are again be- 
coming a factor in buying. 

Due to the coal strike, coal is now 
becoming a question of importance. 
Better prices were obtained last week 
and railroads and large industrial con- 
cerns came into the market for addi- 
tional supplies. 

One local jobber has added a line of 
radio equipment, but due to inability to 
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get sufficient stocks no official an- 
nouncement has yet been made. It is 
estimated that there are 600,000. re- 
ceiving sets in this country and of that 
number 100,000 are in the Middle West. 
It is hard to estimate just what the 
real demand amounts to, as orders are 
being placed in many places, and if 
production could half way supply the 
demand it is believed that back orders 
would be cut into one fourth of their 
present amount. It is reported that in 
the city of Chicago alone there are 
eighteen concerns manufacturing radio 
equipment. 


Automobile Accessories.—Orders re- 
ceived in the last ten days are very sat- 
isfactory. Both city and country busi- 
ness is showing an increase. Better 
road conditions in the country will ma- 
terially increase sales. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No, 46 Reliable jacks, $2.65 each; 
lots of 10, $2.55 each; Twin-cylinder foot 
pumps, $1.35 each; doz. lots, $15; Simplex 
jacks, No, 36, $1.75 each; doz. lots, $1.60 
each; Weed chains, single lots, 25 per cent 
discount; doz. lots, 334% per cent discount; 
red inner tubes, 30 x 3%, $1.90 each; gray 
inner tubes, 30 x 3%, $1.35 each; Hercules 
giant plugs, 60c, each; Hercules junior 
plugs, 35c. each; Bethlehem spark plugs, 
36c, each; Bethlehem spark plug, mica type, 
60c. each; Bethlehem spark plug, standard 
porcelain type, 58c.; Splitdorf plugs, 58c. 
each; lots of 100, 56c, each; Splitdorf plugs, 
special for Fords, 50c. each; lots of 100, 48c. 
each; Champion X plugs, 45c. each; lots of 
100, 43c. each: Champion O plugs. 53c. each; 
lots of 100. 50c. each; Ford fan belts, extra 
quality, 22¢c. each. 


Axes.—Orders for fall delivery are 
coming in good volume. There has 
been no change reported in prices lo- 
cally. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality single bitted un- 
handled axes, 3 to 4 Ib.. $11 base; double 
bitted, $16 doz, base; good quality black 
unhandled axes, same weight, single bitted. 
$10 base; single bitted handled axes, $11.75 
to $19 per doz., according to quality and to 
grade of handle. 

Bicycles and Tires.—Sales are re- 
ported as satisfactory with slight im- 
provement. Good weather will bring 
out orders which have been slow in 


coming in. 


Binder Twine.—Orders are coming in 
fairly well and prices seem steady. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Sisal and standard, 10c. per Ib.: 
standard manila, llc, per lb.: 600 ft. man- 
ila, 12c. per Ih.: 650 ft. manila, 12%c. per 
lb.; pure manila, 13c. per Ib. 

Bolts and Nuts.—No additional ad- 
vances have been reported, and demand 
is good. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts, 50-10 per 
cent off list; small carriage bolts, 60-5 per 
cent off list; large sized machine bolts, 
60-5 per cent off list; small sized machine 
bolts, 60-10-5 per cent off list: all stove 
bolts, 80 per cent off list; all lag screws, 
60-5 per cent off list. 

Builders’ Hardware.—This line con- 
tinues very active, not only in this dis- 
trict, but in general. Factories are 
from three to six weeks behind on de- 
liveries. Manufacturers say they will 
advance prices on such items that have 
been too severely reduced. 


Copper Rivets and Burrs.—Sales are 
increasingly active, with no _ price 
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changes announced. The present prices 
are just about pre-war basis. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Copper rivets and burrs, 50 per 
cent discount. 


Chains. — Improvement has 
noted in all seasonable chains. 
continue at same levels. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in, proof coil chains, $8 per 100 
lb.; weldless coil chain, 50-10 per cent off 
list; No. 00, 4% electric welded cow ties, 
$2.65 per doz. 


Clipping and Shearing Machines.— 
Sales of horse clipping machines have 
been good and the season is well under 
way. Sheep shearing machines are 
also in good demand and will continue 
for several months. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Stewart No. 1 ball bearing clipping 
machine, enclosed type, list $12.00, top 
plate $1.00, bottom plate $1.50. Trade dis- 
count, 25 per cent. 

Stewart No. ball bearing shearing ma- 
chine, trade discount 25 per 
cent. 

Horse clipping attachment for shearing 
machine, list $7.50. Sheep shearing attach. 
ments for clipping machine, list $11.50 and 
$13.00, trade discount 25 per cent. 


Cutlery—Sales are moving along sat- 
isfactorily without any great change. 

Eaves Trough and Conductor Pipe.— 
There has been no change in this mar- 
ket, although higher prices were ex- 
pected. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 29 gage, 5-in. lap joint eaves 
trough, $4.30 per 100 ft.; 29 gage, 3-in. cor- 
rugated conductor pipe, $4.50 per 100 ft.; 
3-in, corrugated conductor elbows $1.36 per 
doz. 


Files.—Prices are steady and demand 
is still showing some increase, which 
brings sales up to normal. 


We quote from jobbers’ stocks, f.0o.b. 
Chicago: American files, 70 per cent off list; 
Nicholson files, 50-10-10 per cent off list; 
Disston_ files, 50-10-10 per cent off list: 
Black Diamond files, 50-10 per cent off list. 


Flint Paper and Cloth.—There is no 
indication of change in the high prices 
and stocks are moving as well as could 
be expected. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: First quality flint paper, No. }, 
$4.25 per ream; first quality emery cloth, 
No. 0, $25.50 per ream, 


Galvanized Ware.—Heavy orders of 
galvanized ware are testing jobbers’ 
stocks. When depleted, advances may 
be expected due to advance of sheets. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Galvanized tubs, Standard No. 4, 
$4.40 per doz.; No. 1, $5.35 per doz.; No. 2, 
$6.00 per doz.; No. 3, $7.00 per doz.; me- 
dium grade heavy galvanized tubs, No. 
100S, $8.50 per doz.; No. 200S, $9.50 per 
doz.; No. 3008S, $10.50 per doz 

Common gaivanized pails, 8-qt., $1.65 per 
doz.; 10-qt., $1.85 per doz.; 12-qt., $2.00 per 
doz.: 14-qt., $2.30 per doz; common gal- 
vanized stock pails, 16-qt., $4.00 per doz.; 
18-qt., $4.75 per doz. 


Glass and Putty.—Sales are holding 
up nicely both in city and country trade. 
Many hardware dealers have added 
stocks of glass this year and are enjoy- 
ing some satisfactory business. 


We quote from jobbers’ stocks, f.0.b 
Chicago: Single strength A and_ single 
strength B, up to 25-in. bracket, 86 per cent 
off. Single streneth A and single strength 
B, over 25-in. bracket, 85 per cent off 
Double strength A, all brackets, 85 per cent 
off. Double strength B, all brackets. 87 
per cent off. Putty in 100-Ib. kits, $3.65: 
commercial puttv, $3.60; glaziers’ points, 
Nos. 1, 2 and 3, one doz. packages, 65: 
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Hatchets.—Cheaper grades are con- 
sidered very reasonable and sales have 
been very good, with firm prices. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: ze extra quality broad 
hatchets, $16 doz.; Competitive grade, $12 
doz.; warranted shingling hatchets, $12 
doz.; Competitive forged shingling hatchets, 
$8 doz. 

Hammers. — Improvement in sales 
still continues. No early revision of 
prices is expected. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No, 1 first quality nail ham- 
mers, $12 per doz.; Competitive forged nail 
hammers, $6 to $9 per doz.; cast steel ham- 
mers, $4 per doz. 

Hickory Handles.—The present low 
prices still continue and sales are un- 
usually good. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $3 
doz.; No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special white 
growth second hickory, $4.50 doz.; No, 1 
hatchet and hammer handles, 80c. doz.; 
second growth hickory hatchet and ham- 
mer handles, $1.20 doz. 

Hose.—Hose is moving remarkably 
well this season in spite of so much 
rain. Sales are not showing large in- 
creases, but are considered very good. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in, molded reel hose, good 
quality, 13%c.; %-in. 3-ply good quality 
duck hose, 13%c.; %-in. 4-ply good quality 
duck hose, 16c. 

Ice Skates.—Salesmen are taking or- 
ders for future delivery at prices show- 
ing a decline of about 15 per cent over 
last year. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Key clamp rocker, men’s and boys’ 
bright finish, $.70 per pair; key clamp 
hockey, $1.03 per pair; half key clamp 
hockey, women’s and girls’, $.96 per pair; 
half key clamp hockey, women’s and girls’, 
$1.26 per pair. 

Lawn Mowers and Grass Catchers.— 
The demand has been increasing. 
Prices are unchanged. Some dealers 
who have put off ordering complete 
stocks are liable to find the jobbers’ 
stocks broken if they delay. 

We quote from_ jobbers’ stocks, 
Chicago: 12-in., $5.20 each net; 14-in. 
$5.50 each net; 16-in., $5.85 each net; 18- 
in., $6.20 each net. Ball bearing lawn 
mowers, 4 blades, adjustable bearings, 8-in. 
drive wheel, finished in gold, aluminum and 
blue, 14-in., $7.50 each net; 16-in., $7.80 
each net; 10%-in. raised open drive wheel, 
4 tempered steel blades, reel 6-in. diameter, 
finished in aluminum, gold and green, red 
and gold striped, $950 each net. Same 
16-in., $9.95 each net: same, 18-in., $10.45 
each net; 20-in., $11.15 each net. 

Grass catchers, wire frame, adjustable 
heavy iron bottom, white duck. for mowers 
12 to 16-in., $10.53 per doz net. Same for 
mowers 16 to 20-in., $13.13 per doz. net. 

Nails.—The expected advance of 10 
cents per keg has been put into effect 
this week. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: Common wire nails, $3.10 per 
keg base. 

Oil Stoves.—This line is reported to 
be moving in fair volume with slight 
increase. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 2-burner, less shelf, $10.85 each; 


3-burner, less shelf. $1425 each: 4-burner, 
less shelf, $18.00 each; 2-burner shelf, $3.50 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, May 6, 1922. 


HE first week of the new month has 
started off with a snap which would 
serve to indicate continued good business 
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each; 3-burner shelf, $4.25 each; 4-burner 
shelf, $5.00 each. 

Paints and Oil—Linseed oil advanced 
2 cents per gallon, making 11 cents ad- 
vance in three weeks. Turpentine has 
been reduced 3 cents per gallon. 

We quote from jobbers’ stocks, f.o.b. 


Chicago: Raw linseed oil, 1 to 4 barrels, 
$1.05 per gal.; boiled linseed oil, 1 to 4 
barrels, $1.07 per gal.; raw linseed oil, 5 
barrels or more, $1.01 per gal.; boiled lin- 
seed oil, 5 barrels or more, $1.03 per gal.; 
less 1 per cent 10 days. Turpentine, 94 
cents per gal. (in barrels); Denatured 
alcohol in barrels, 42 cents per gal.; strictly 
pure white lead, 100 Ib. kegs, per Ib., 12% 
cents per lb.; 50 lb. kegs 12'% cents per Ib.: 
dry paste in barrels, 6 cents per lb.; pure 
white shellac, 4 lb. goods in gal. cans, $4.75 
per gal.; pure orange shellac, 4 lb. goods 
in gallon cans, $4.25 per gal.; English 
venetian red, in barrels, $3.50 and $6.75 
per cwt. 

Radio Supplies.—Distributors could 
dc ten times as much business if they 
could only get stocks. One large job- 
ber recently added the line, but demand 
has been so heavy they have not yet an- 


nounced it generally to the trade. 


Roller Skates.—Sales are keeping up 
the large volume reported for some 
weeks. Factories have not yet caught 
up with orders. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Boys’ ball bearing roller skates, 
$1.50 per pair; girls’ style, $1.60 per pair. 

Rope.—Heavy shipments of hay rope 
are being taken and orders continue 
for highest quality. Current orders are 
good and prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Chicago Highest quality manila rope; 
standard brands, 17%c. to 18%c. per Ib.; 
No. 2 manila rope, l6c. to 16%c. per Ib. 
base; so-called hardware grade manila 
rope, 12%c. lb.; No. 1 sisal rope, highest 
quality standard brands, 14%c. to 15%c. 
per lb. base; No. 2 sisal rope, standard 
brands, 13c, to 14c. per Ib. base. 


Sash Cord.—Local prices have been 
reduced 30 cents per doz. Demand is 
keeping up with builders’ hardware. 

We quote from jobbers’ stocks. f.o.b. 
Chicago: No. 7 sash cord, standard brands. 
$8.15 doz. hanks; No. 8 sash cord, standard 
brands, $9.45 doz. hanks. 

Sash Weights.—Prices are consid- 
ered favorable and building activities 
are bringing in good orders. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Sash weights, per ton, $36. 

Screws.—No changes in local prices 
have been announced. Sales are bet- 
ter than they were a month ago. 

We quote from jobbers’ stocks, f.o0.b 
Chicago: Flat head bright screws, 85-12% 
per cent off list; round head blued, 85 per 
cent off list; flat head brass, 80-15 per cent 
off list; round head brass, 80-5 per cent off 
list; japanned, 80-5 per cent off list. 

Screen Doors.—Stocks have started 
to move in good volume, but the con- 
sumer demand is not well under way 
as yet in this section. 


We quote from jobbers’ stocks. f.o.b 
Chicago: Three panel %-in. 2-ft. 6-in. x 
6-ft. 6-in. plain doors, $18.40 per doz.; 
four panel, %-in. 2-ft. 6-in. x 6-ft. 6-in. 
plain doors, $20 per doz.: five panel. 1%-in. 
2-ft. 6-in. x 6-ft. 6-in plain doors, $21.65 
ner doz.: four panel, 1%-in. 2-ft. 6-in. x 
6-ft. 6-in. fancy doors, $29.70 per doz. 
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in the retail and wholesale hardware 
markets in this territory. Once more it 
is to be noted that remarkably few price 
changes have been made. The stability 
in this respect is doing much to re- 
store business confidence among those 
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Sledge and Eye Hammers.—Prices 
are relatively low and sales are in- 
creasingly good. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Striking and B. S. sledges, 5 to 16 
Ib., $8 per 100 Ib. 

Solder and Babbitt Metal.—Sales 
volume is increasing and the market is 
stronger. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Warranted 50-50 solder, $22 per 


100 Ib.; medium 45-55 solder, $21 per 100 
Ib.; tinners’ 40-60 solder, $20 per 108 Ib.; 
high speed babbitt metal, $18 per 100 Ib.; 
iain No. 4 babbitt metal, $8 per 100 

Sporting Goods.—Brisk business con- 
tinues. Future orders for ammunition 
are active and 22 caliber rifles and re- 
volvers are in current demand. Fishing 
tackle and baseball goods are still run- 
ning into big sales, with many reorders 
on baseball goods. Bats are very scarce 
and factories are unable to supply all 
models. 

Steel Goods.—Hoes, rakes, spading 
and manure forks are selling well. 
Sales show very good volume. 

Steel Sheets.—Sales are better and 
prices have not changed since the ad- 
vance of $3 per ton announced four 
weeks ago. Some manufacturers 
prophesy further advance. 


We quote from jobbers’ stocks, f.o.b 
Chicago: 28 gage galvanized sheets, $5.30 
per 100 lb.; 28 gage black sheets, $4.30 per 

Stove Pipe and Elbows.—Prices are 
likely to be higher and advance sales 
for fall are brisk, with the better grades 
being specified. 

We qucte from jobbers’ stocks, f.0.b 
Chicago: 6-in., 31 gage, $8.75: 30 gage 
$9.60; 28 gage, $11.85; 26 gage, $14.30; 
6-in. elbows, 30 gage, $1.15; 28 gage, $1.30; 
26 gage, $1.55 per doz. 

Washing Machines.—Demand shows 
a slight increase. Special efforts are 
being used by retailers to increase their 
sales. 

Wheelbarrows.—Prices are consid- 
ered relatively low, and no further re- 
ductions are in early prospect. De- 
mand is seasonable and at present is 
unusually active. 

We quote from jobbers’ stocks, f.0.b 
Chicago: Tubular handle, all steel barrows, 
$6.50 each: Angle leg contractors’ barrows, 
$5.50 each Angle leg, garden barrows. $4.50 
each: Competitive steel tray barrows, 
$4.00 each 

Wire Goods.—Following the advance 
in nails, barbed wire was increased 10 
cents per 100 Ibs., galvanized cattle 
wire 10 cents per 100 lbs., and hog wire 
4 cents per spool. 

We quote from jobbers’ stocks, f.o.b 
Chicago: No. 8 black annealed wire, $2.85 
per 100 lb.; galvanized barb wire, $3.75 per 
100 Ib; 12-mesh black painted wire cloth. 
$1.90 per 100 sq. ft.; poultry netting, 56 
per cent off; galvanized after weaving, 51 
ner cent off: catch weight spool galvanized 
eattle wire, $3.75 per 1 Ib.: 80 rod spool 
galvanized hog wire. $3.27 per spool: No. 8 
galvanized plain wire, $3.35 per 100 Ib 

Wrenches.—Sales continue normal. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Agricultural wrenches, 69-10 per 
cent: engineers’ wrenches, 49 per cent; 
knife handles, 60 per cent. 


firms that were, perhaps, a little un- 
certain over the future. 

The secret of the better business to- 
day is the increase in public buying, not 
alone in hardware, but in other lines. 
Even in those cities where serious mill 
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labor troubles are being experienced 
retail buying is growing in volume. A 
furniture dealer in one of the largest 
Massachusetts mill cities has been buy- 
ing a great many pocket knives and 
other lines of merchandise in the local 
hardware market. These are utilized 
in connection with a sale which is be- 
ing conducted. The man reports that 
sales of furniture during the past two 
weeks have far exceeded any previous 
records on his books. 

It is a far cry from furniture to 
hardware, but mention is made of this 
particular case to illustrate the fact 
that people are spending their money. 
Retail hardware dealers everywhere in 
New England, so far as we are able to 
learn, are doing a splendid business in 
garden tools, seeds, poultry supplies, 
and, in fact, everything seasonable. In 
addition, the amount of stock being 
sold in connection with radio appliances 
is exceeding, in some cases, all dreams 
of possibilities. Everybody is talking 
radio, and in Boston they held this 
week the first radio show on record. 
Thousands of people visited the expo- 
sition, and hundreds of new retail hard- 
ware store customers were created. 

Naturally the activity in retail trade 
circles is reflected in the wholesale 
trade. It is nip and tuck, apparently, 
between the shelf hardware houses 
and mill supply firms for leadership in 
activity. Meanwhile the heavy hard- 
ware firms are doing a steadily increas- 
ing business in most lines carried. 
Taken from every angle, therefore, the 
outlook for the continued turnover of 
hardware appears satisfactory. 

Bolts and Nuts—An advance of 
about 10 per cent in semi-finished nuts 
has become general among local job- 
bers. Otherwise prices remain as here- 
tofore. Largely due to the activities 
in radio work, the bolt and nut market 
has taken a turn for the better, both in 
the daily turnover of stock and in sen- 
timent. People who a short time ago 
were inclined to believe they had over- 
stocks are now talking differently. The 
demand for brass nuts is unprecedented, 
jobbers reporting they cannot get 
enough of them to fill orders. 


We quote from Boston jobbers’ stocks: 
Machine bolts with H P nuts, % x 4-in., 
smaller and shorter cut threads, 60 and 5 
per cent discount; larger and longer, 60 
per cent discount; with C T D nuts, 50 and 
10 per cent discount; tap bolts, 25 per cent 
discount; add 10 per cent discount for hex- 
agon heads; common carriage bolts, 50 and 
10 per cent discount; stove bolts, 75 and 10 
per cent discount; bolt ends, 60 per cent 
discount; tire bolts, 60 per cent discount. 

Nuts, H P, all kinds. 3c. off list; C PC 
and T. all kinds. 3c. off list: semi-finished 
hexagon nuts, 9/16-in. and smaller, 75 and 
19 per cent discount; larger, 70 per cent 
discount: finished case hardened nuts, 70 
per cent discount: machine screws, nuts, 
iron, list: machine screws, nuts, brass, 
25 ner cent discount. 


Bottles.—It is intimated among Bos- 
ton jobbing houses that prices on cheap 
vacuum bottles will be withdrawn with- 
in the immediate future. It is also inti- 
mated an advance in prices may be 
forthcoming, although nothing au- 
thentic upon which to base this belief 
is being given out by the wholesale 
houses. Certain it is that the demand 
for vacuum bottles, especially the low 
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priced American, has improved mate- 
rially during the past month. 

We quote from Boston jobbers’ 

Bottles. —Thermos and Universal, 
pints, 75c. each, quarts, $2.50; 
pints, $2.75, quarts, $3.75; 
pints, $2, quarts, $3. 
per cent, 

Bulbs.—Since the recent revision in 
prices on electric light bulbs local sales 
have improved materially, according to 
the jobbing trade. Twenty-one c.p. 
bulbs, formerly quoted from 52 cents 
to 55 cents each, are now 40 cents to 
45 cents, and 33 c.p., formerly 75 cents, 
are now 60 cents. 


Canned Heat. — More seasonable 
weather has brought out increased or- 
ders from retail dealers for canned 
heat and accessories, and sales are run- 
ning well ahead of those for the cor- 
responding period last year. The retail 
trade evidently anticipates that peo- 
ple who are planning to spend the 
summer at the seashore and in the 
country will take along with them a 
good supply of canned heat. 

We quote from Boston jobbers’ , stocks: 
Sterno, $10.8) per gross, in any quantity; 
Theroz, $14.70 per gross, in any quantity: 
No. 4006, 90c, per doz. net or $10.80 per 
gross; larger size, $2.10 per doz. Sterno 
cooking ware No. 4001, stand with boiler 
(small), $9 per doz.; No. 4041 (large), $24 
per doz.: 33% per cent discount. Tea 
kettle, with tray, $3.50 net each. Folding 
stoves, single burner, $24 per doz.; double 
burner, $30 per doz.; discount 33% per cent. 

Theroz Cooking Ware.—Paragon burners, 
10c. each: No. 4 burners, $2 per doz.; Con- 
tinental (copper), $4 per doz.; Continental 
(nickel), $3 per doz.; blue flame stoves, two 
burners, $2.35 each; combination mess kits, 
$3.33 each. 

the 


Coaster Wagons. — Although 
market is by no means active, coaster 
wagons are moving out of local stocks 
steadily, and indications are that May 
bookings will compare favorably with 
those for the corresponding month last 
year. The retail trade is not stocking 
up extensively on this line of goods, but 
is inclined to buy as needed. 

We quote from Boston jobbers’ stocks: 
Coaster Wagons.— Paris line, No. 2A 
$41.60 per dozen, net: No. 13. $61.10: No. 14. 
$67.60; No. 15, $74.75; No. 16, $84.50. For 
direct from factory, prices ‘range about 9 

per cent less 

Cutlery—The improvement noted in 
the demand for cutlery a week ago 
continues. If anything, it is better, due 
to a freer movement of scissors, espe- 
cially the better kinds, which hereto- 
fore have not sold especially well, ac- 
cording to the jobbers. At the moment 
pocket knives lead in activity. Many 
retail hardware dealers, realizing that 
the summer vacation season is at hand, 
evidently are of the opinion that Young 
America will need a pocket knife and 
that it is necessary to replenish stocks 
to offer a good selection to the trade. 
Kitchen cutlery is moving exceedingly 
well, especially the stainless steel varie- 
ties, the popularity of which appears to 
be growing very fast. 


We quote from Boston jobbers’ stocks: 
Carvers.—Landers, Frary and Clark line, 
ivory beef. $3 to $6 per set; ivory breakfast 
or game, $3 to $6; ivory bird, $2.20 to $3.5u 
Universal stag beef, $2.35 to $5.35, others 
as high as $16 per set; stag breakfast or 
game, $2.75 to $8.50, stag bird, $1.70 to 
s 25. Universal resistain, beef, $4.75 to 
7.75 


Kitchen Knives. — Landers, 
Clark line, No. 190 A, $ 
$1.60; No. 331, $2; No. 
knife assortments, No. 


stocks: 
brown, 
plain nickel, 
corrugated nickel, 
Discounts, 25 and 10 


Frary and 
1 per doz.; No. 230, 
1024, 90¢ Kitchen 
333A, $2 per doz. 
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Cooks’ forks, No. 203, $3.25 per doz. 
knives, No. 3191-3, $5 per doz. Kitchen 
slicers, No, 214, $4.75 per doz. Butchers 
knives, No. 6, $2.45 per doz.; No. 8, $3.70; 
No. 10, $5.75. Sticking knives, No. 200-6, 
$2.5) per doz. Boning knives, No. 200-5, 

2.15 per doz. Skinning knives, No. 2(0- 
4%, $2.50 per doz. 

Paring Knives.—Universal resisting, No. 
a $, per doz.; No. 3250, $2.75 per doz. 

Scissors and Shears. — Heinish line, 
Straight trimmers, Japanned, No, 311, 5'.- 

n., $11.80 per dozen; 6-in., in. 
$13.40; 7-in., $14.85; 8-in., 8%-in., 
$16.55; 9-in., $1».75; 10-in., Straight 
trimmers, nickeled, ‘ k ay 
per dozen; 6-in., $14.70; 
$16.95; 7%-in., 
$19.70, 9-in., 
scissors, SE wy | f 
per doz.; 5-in., $1035; 5%4-in.. 
$11.30; 64%4-in., $12.10; 7-in., $12.75. 
scissors, nickeled. No. 512, 4%-in., $11.65 per 
doz., 5-in., $12.10; 5%-in., $12.45; 6-in., 
$13.25; 6%-in., $14.20; 7-in., $14.85. Dis- 
count, 33% per cent. 

Table Cutlery.—Universal line, No. V53, 
medium knives and forks, $535 per doz.; 
dessert knives and forks, $5. Nubian ivory 
knives and forks, medium, $4.65; dessert, 
$4.35. Individual steak knives, No, 212, $2; 
No. V712, $7. Solid steel knives with flat- 
wear forks, nickel plated medium, No. 129, 
$13.80 per gross; No. 121, $14.40: No. 123, 
$14.40; No. 1241, $15.60; No. 1261, $15 60; 
No. 1281, $15.60. Grapefruit knives, No. 
345, $2 per doz.; No. 3450. . 


Files.—While the demand for files is 
not especially brisk, it is very good in 
spots, and local stocks are in much bet- 
ter shape than they were a month or 
so back. Prices remain firm. 


We quote from Boston jobbers’ stocks: 
Files.—Nicholson and Black Diamond, fi) 
per cent discount; Great Western, Arcade, 
Kearney & Foote and American, 65, 10 
and 5 per cent discount; X. F., 12% per 


cent discount. 
Rasps.—Heller, 75 and 10 per cent dis- 


count; Superior, etc., 80 per cent discount; 
Stokes, 75 and 10 ner cent discount. 


Food Jars.— With the approach of 
summer the demand for food jars is 
increasing. Individual orders received 
from the retail trade are not large, but 
the number of orders coming into this 
market are steadily increasing. 


We quote from Boston jobbers’ 
Plain nickel, pints, $3.50, quarts, 
list. Discounts. 25 and 10 per cent. 


Freezers.—Boston jobbers report a 
satisfactory number of orders for ice 
cream freezers on their books. Deliv- 
eries in most instances are to be made 
a little later in the season, although 
considerable stock is moving to-day. 
Prices are reported as being firm and 
unchanged, with indications they will 
remain so the balance of the season, at 
least. Ice cream freezer parts also 
are enjoying a good demand. 


from Boston jobbers’ stocks: 
Mountain, 1-qt., 

$6 75; 

10-qt., 


Cooks’ 


stocks: 


$4.50, 


We quote 
Freezers.— White 
list; 2-qt., $5.65; 3-qat., 
6-at., $10.45; 8-qt., $13.50; ; 
Ht 55; 15-qt., $25.60; 20-qt., $33.20; 

42 
ym 1-qt., $4 list; 2-at., $4 60; 
$5.55; 4- -qt., $6.80; 6-qt. $8.66: 8-qt., 
12-qt., $16.65; 15-qt. 


10-qt., $14.80; 
discount, 50 per cent from store 


25-qt., 


3-qt., 
$11.10; 
$23.30: 
20-qt., $30. 
Jobbers’ 
or factory. 
Galvanized Bars.—The movement of 
galvanized bars out of Boston jobbing 
stocks is considerably in excess of that 
for the corresponding period last month. 
Apparently most of the bars being pur- 
chased to-day are going to manufac- 
turers of awnings. 
We quote from Boston jobbers’ stocks 
Yalvanized bars, flat, 1 x %-in., 12 ft. long, 
per cwt.; 1 x 3/16-in., 12 ft. long, 
1 x \-in., 16 ft. long, $8.95: 1% x 
.. 16 ft. long. $8.95. Round, %-in.. x 
12 ft., $1095 per cwt.; %-in. x 18 ft., $1995: 
5%-in, x 18 ft., $8.85; %-in. x 18 ft., $8.75 
Hack Saws.—The movement of hack 
saws in this market is apparently on the 
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mend, but is still a long way from ac- 
tive. Prices quoted here continue to 
take a wide range, depending on the 
size of the order. 

We quote from Boston jobbers’ stocks: 

Hack Saws.—-Standard makes, in full 
packages, 33% to 35 per cent discount; 
broken packages, 25 per cent discount; 
stock in five gross lots or larger, 30 and 
10 per cent discount. 

Hose.—Newspaper stories of forest 
fires throughout Massachusetts evi- 
dently have reminded people that it 
might be a good idea to make a pur- 
chase of rubber hose, or at least the 
movement of this class of merchandise 
out of jobbers’ hands would suggest so. 
Lawns are developing rapidly, and it 
will not be long before the house 
owner is obliged to give considerable 
attention to them. In that case garden 
hose is a handy accessory. 


We quote from Boston jobbers’ stocks: 
Rubber hose, 5-ply, Pointer, %-in., 81%4c.; 
Leader, %-in., 9c.; %-in., 9%c.; Olympic, 
(wire wound) %-in., 10c.; Good Luck, 
5-in., lle.; Vigo, 10c.; Milo, %-in., 12%c.; 
Bull Dog, T7-ply, %-in., 14c. In 25 ft. 
lengths add %c, per foot to above prices. 

Nails —The market for nails is mov- 
ing along in a satisfactory way. The 
upward tendency of mill quotations on 
wire stock has brought into the mar- 
ket numerous orders and local stocks 
are somewhat smaller as a result. The 
continued active building program be- 
ing conducted throughout New Eng- 
land also is a factor in the nail market. 


We quote from Boston jobbers’ stocks: 
Wire nails, per keg from the store, $3.25 
base, f.o.b. Boston; direct from mill ship- 
ments, in car lots, $250 per keg base; 
in less than car lots, $2.75 per keg base; 
cut nails, $3.9) per keg base; galvanized 
cut nails, $7.50 base. Cement coated nails, 
$2.75 per keg base. 

Radio Equipment.—The activity in 
the production end of the radio equip- 
ment market is really strenuous. Job- 
bers are beginning to get behind on 
orders for those things that amateurs 
want in building radio sets. The de- 
mand for equipment lines, such as stor- 
age and dry batteries, detectors, bind- 
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7% spite of the soft coal strike, which 

has entered its second month, the 
output of pig iron and steel in April 
was about the same as in March, but 
May will probably show a falling off as 
compared with April. The total output 
of pig iron in April by all the blast fur- 
naces in the country was 2,072,114 tons, 
as compared with 2,035,920 tons in 
March. Considerable stocks of coal 
were used up, or partly so, in April, so 
that output this month may be less, due 
to the inability of some plants to get 
coal as fast as needed. For two or 
three weeks some owners of blast fur- 
naces have been running slow in order 
to conserve coal, otherwise the output 
of pig iron in April would have been 
heavier. In spite of the shortage of 
coal in some of the steel plants and 
blast furnaces in the Pittsburgh dis- 
trict, the Steel Corporation is still 


HARDWARE . AGE 


ing posts, contact points, dials, knobs 
and similar essentials, is increasing by 
leaps and bounds, and both wholesale 
and retail hardware firms are endeavor- 
ing to get in stock to supply wants. 
This department of the hardware mar- 
ket is by far the brightest spot. 

Rivets.—The large amount of small 
structural work being done throughout 
New England is reflected in the market 
for rivets, which shows comparative 
activity. Local stocks that were con- 
sidered possibly excessive around the 
first of the year are now reported as 
only fair. 

We quote from Boston jobbers’ stocks: 

Rivets.—Structural, button head, 2 to 
5-in. long, %-in. and larger, $4.25 per keg; 
5g-in, and }4-in., $4.40; %-in., $4.75; 1 to 
2-in. long,, %-in. and larger, $4.50; %%-in. 


and jj-in., $4.65; %-in., $5. Cone head, 
boiler quality, 2 to 5-in. long, %-in., and 
larger, $4.35; %-in. and }}-in., $4.50; %-in., 
$4.85; 1 to 2-in. long, %-in. and larger, 
$4.60; %-in. and }j-in., $4.75: %-in., $5.10. 
Iron rivets, small, 60 per cent discount. 


Rope.—Boston wholesale houses are 
beginning to get some satisfactory or- 
ders for both manila and sisal rope. 
The demand for twine also shows im- 
provement. Retail hardware dealers 
located in coast cities and towns are 
said to be the biggest factors in the 
market just now. 


We quote from Boston jobbers’ stocks: 

Rope.—Manila, 20c. per Ib. Sisal rope, 
l7c. per lb, base. 

Twine.—Wool, 16c. per Ib. in full bales; 
cotton, No. 1, 46c. per Ib; hemp, No. 18, 
36c.. No. 24, 35¢c. per Ib 


Screws.—Business in wood and ma- 
chine screws is fairly booming, but the 
big bulk of buying is for small sizes 
such as can be used in radio work. Cap 
screws, both square and hexagon, are 
in keen demand, and local jobbers say 
they are obliged to buy frequently to 
keep local stocks in proper condition. 


We quote from Boston jobbers’ stocks: 

Wood Screws.—Iron, bright, flat, 82% and 
20 per cent discount print: flat head blued, 
82% and 20 plus 5 per cent discount; 
round head blued, 80 and 20 per cent dis- 
count: flat head brass, 77% and 20 ner cent 
discount: round head brass, 75 and 20 per 
cent discount: flat head galvanized, 67% 
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operating at an average rate of about 
70 to 72 per cent, and the independent 
steel mills are running at about the 
same rate. The coal mines in Kentucky 
and West Virginia are being drawn on 
heavily for coal being shipped into this 
district, and it has helped a whole lot 
in keeping plants running. 

Due to the coal strike, prices on steel 
products of all kinds are very strong, 
and in the week under review, prices on 
pig iron are up from 50 cents to $1 per 
ton in the Pittsburgh district, and 
open-hearth and forging billets are up 
from $2 to $2.50 per ton. There have 
been no advances in prices on finished 
steel for a few days, but some steel con- 
cerns are either refusing entirely to 
quote on new inquiries, or else are 
naming prices so high that prospective 
buyers will not pay them. There has 
been a slowing down in operations 
among some of the sheet and tin plate 
mills, due to a scarcity of sheet bars, 
and the American Sheet & Tin Plate 
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and 4 per cent discount; round head 
nickel, 70 and 20 per cent discount. 

Machine Screws, etc.—Coach screws, 50 
and 10 per cent discount; set screws, in- 
cluding headless, 75 and 10 per cent dis- 
count; cap screws, square and hexagon, 
75 per cent discount; fillister, 40 and 10 
per cent discount; flat 30 per cent discount; 
button head, 20 per cent discount, lag 
screws, 50 per cent discount; iron machine 
screws, flat and round head, 70 per cent 
discount; fillister, 45 per cent discount; 
flat and round head brass, 40 per cent dis- 
count; fillister, 35 per cent discount. 

Taper Pins—Some jobbing houses 
have put into effect a slight revision in 
prices on taper pins. The Morse type, 
No. 6 and larger, are now quoted at 50 
and 10 per cent discount and the No. 
5 and smaller at 70 per cent off the list. 

Wire ClothThe movement of wire 
cloth, which last month was somewhat 
disappointing, shows improvement. 
The market is by no means active, but 
sales are more frequent than hereto- 
fore and jobbers who felt that a con- 
siderable carryover might be experi- 
enced are feeling differently. 

We quote from Boston jobbers’ stocks: 

Wire ciocth.—From store, 12-mesh, 24 to 
48-in., $2.25 per 100 ft.. 18-in. to 22-in., $2.35; 
14-mesh, 24-im. to 48-in., $2.40, 18-in. to 
22-in., 

Watches.—A slight reduction has 
been made in the price of Leonard 
watches. On the average the decline 
amounts to about 5 cents per watch. 
The demand for this class of merchan- 
dise is only fair. 

We quote from jobbers’ stocks: Watches, 
Waterbury, Petrol, $1.10 each: Comet, $1.90; 
Jewel, $2.35; Mate, $2.35: Leonard 
watches, all common finishes, 95c. each; 
Duchess and Earl, $2.35. 

Wrenches.—Heretofore drop forge 
wrenches, such as are used in connec- 
tion with automobiles, have enjoyed a 
free movement at this time, and 1922 
is proving no exception. In fact, busi- 
ness is exceptionally good in this line 
of merchandise just now. The demand 
for other kinds of wrenches is fair. 

We quote from Boston jobbers’ stocks: 
Drop forged wrenches, 40 per cent dis- 
count: agricultural wrenches, 60 and 1 
per cent discount. 





Co., in order to keep some of its sheet 
and tin mills going full, has been bring- 
ing sheet bars from Chicago into the 
Pittsburgh district, paying the high 
freight rate of $5.80 per ton. 

Buying by the railroads keeps up, 
and during the past week some large 
orders for cars and locomotives were 
placed. The largest single order for 
cars was placed by the Chicago & 
Northwestern Railroad, which bought 
about 3000 cars, and other smaller 
orders placed by different railroads 
total close to 4000 cars. The Pressed 
Steel Car Co., of this city, has taken 
an order for sixty-three passenger cars 
for the Chesapeake & Ohio Railroad, 
while the Southern Railway has an ac- 
tive inquiry out. for 2500 automobile 
and box cars. Lettings of locomotives 
last week were also heavy, the two lead- 
ing builders having taken orders for 
close to 150, and some large inquiries 
are still in the market. 

At present inquiries are in the mar- 
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ket for no less than about 100 locomo- 
tives and upward of 10,000 cars. The 
locomotive and car shops have more 
actual orders on their books now and 
in sight than at any time in more than 
five years, and orders already placed 
so far this year are considerably larger 
than in all of last year. This means 
that the locomotive and car shops are 
going to be very heavy buyers of all 
kinds of finished steel for some months 
to come, thus assuring the steel mills 
plenty of work. 

Conditions in the hardware trade are 
fairly satisfactory. The volume of 
business in April was slightly larger 
than in March, and May is expected to 
show an increase over April. Buying 
of seasonable goods is heavy, and short- 
ages in supply of some goods is loom- 
ing up, due largely to the coal strike, 
which is restricting output of finished 
steel goods. In some lines, as we noted 
last week, a shortage in supply is al- 
ready being felt in the trade. This 
applies more especially to seasonable 
goods, such as wire cloth and poultry 
netting, builders’ hardware, garden 
tools and other such goods. Owing to 
the inclement weather of the past two 
weeks, this district having had almost 
continual rains, demand for some goods 
that ought to be active now has been 
rather slow. The very brisk condition 
of building operations in Pittsburgh 
and vicinity is causing a very heavy 
demand for builders’ hardware, and on 
the cheaper grades there is some delay 
in shipment. 

Price changes on hardware items in 
the past week were almost nil. The 
trade now believes that prices have 
touched bottom on most lines of hard- 
ware, and while there may be some 
slight reductions on some of the smaller 
items, there is more likely to be ad- 
vances in prices, especially on the 
heavier lines of hardware, prices on 
which at this writing are very firm. 

Automobile Accessories —New de- 
mand for accessories in the past two 
or three weeks has been quite satis- 
factory, and is said to be more active 
than at this time last year. Several 
lines of dry batteries have been slightly 
reduced in prices, but the market is 
firm on practically everything that 
goes into a car. Local dealers continue 
to quote previous prices, and say they 
look for advances in the near future on 
some of the heavier items. 


We quote from jobbers’ stocks, f.o.b. 
Pittsburgh, as follows: Miller Falls No. 145 
jacks, $4.75. Reliable jacks, No. 1, $2.33; 
No. 2, $3.33, in lots of 12; Derf spark plugs, 
96c. each for all sizes in lots less than 50; 
Champion X spark plugs, 45c. each for less 
than 100 and 43c. each for over 100; Cham- 
pion regular, 53c. each for less than 100, all 
sizes 50c. each for over 100. 


Axes.—New demand for fall delivery 
is fair, with prices as given below. 


Local jobbers quote axes as follows: Red 
Warrior, handled, single bitted, 3% to 4% 
Ib., $14.75 per doz.: 4 lb. to 5 lb., $15.25 per 
doz.; Red Warrior, double bitted, handled, 
3% lb. to 4% Ib., $19.75 per doz.; 4 Ib. to 
5 Ib., $20.25 per doz.; Red Warrior, un- 
handled, single bitted, 3% Ib. to 4% Ib., 
$11.50 per doz.; 4 Ib. to 5 lb., $12 per doz.; 
Red Warrior, unhandled, double bitted, 314 
to 4% Ib., $16.50 per doz.; 4 Ib. to § Ib., 
$17.50 per doz. 


Builders’ Hardware.—Building per- 
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mits issued in this city in the past week 
or ten days have shown a slight falling 
off, but at the same time there is a 
tremendous amount of new building 
construction going on in the Pittsburgh 
district, much more than for five or 
six years past. Local makers report a 
large amount of orders on hand and 
say that on the cheaper grades of 
builders’ hardware they cannot keep up 
with the demand. A feature of the local 
building market continues to be that 
builders are using a higher grade of 
hardware in new structures than here- 
tofore. 4 


Brass Goods.—Several leading makers 
of brass goods kave announced a re- 
duction in prices about 1 cent per lIb., 
and local jobbers have revised their 
prices to the retail trade accodingly. 
This reduction followed a recent one in 
copper goods. 


Belts and Nuts.—Local makers re- 
port the demand as slightly better, 
being much heavier than a month or 
two ago. Prices are very firm, due to 
the higher prices on steel bars and 
other raw materials. The latest dis- 
counts on nuts and bolts, adopted about 
two weeks ago by Cleveland and Pitts- 
burgh makers to jobbers in large lots, 
are as follows: 

Machine bolts, small, rolled threads, 65, 
10, 10 and 5 per cent off list. Machine bolts, 
small, cut threads, 65, 10 and 5 per cent 
off list. Machine bolts, larger and longer, 
65. 10 and 5 per cent off list. Carriage 
bolts, % x 6 in.: Smaller and shorter, rolled 
threads, 65, 10 and 5 per cent off list. Cut 
threads, 65 and 5 per cent off list: longer 
and larger sizes. 65 and 5 per cent off list. 
Lag bolts, 65, 10 and 10 per cent off list. 
Plow bolts, Nos. 1, 2 and 3 heads. 60 and 
10 to 60 per cent off list: other style heads, 
20 per cent extra. Machine bolts. c.p.c. and 
t. nuts, % x 4 in.: Smaller and shorter. 
65 per cent off list; larger and longer sizes, 
65 per cent off list. Hot pressed square or 
hex. blank nuts, $5.25 off list. Hot pressed 
nuts, tapped, $5.25 off list. C.n.c. and t. 
sq. or hex. nuts. blank, $5 off list. C.n.c. 
and t. sa. or hex. nuts, tapped. $5 off list. 
Semi-finished hex. nuts: 9/16 in. and 
smaller. 1. S. S., 80, 10 and 10 per cent off 
list: small sizes. S. A. E.. 80 and 3 tens to 
80 and 2 tens per cent off list: % in. to 2 
in. inclusive. U. S. S., 80 ner cent off list 
Stove bolts in packages, 80. 10, 10 and 5 
ner cent off list. Stove bolts in bulk, 80. 
10. 10, 5 and 2% per cent off list. Tire 
holts, 65, 10 and 5 ner cent off list. Track 
bo'ts in carloads. 3c. to 3.50c. base. Track 
bo'ts, less than 200 kegs. 3.50c. to 4c. extra. 

Local jobbers quote the usual ad- 
vances over the above discounts for 


small lots from stock. 


Electrical Goods.—The local demand 
for electrical goods of all kinds is re- 
ported bv dealers to be unusually 
heavy. This is likely due in part to 
the electrical show recently given in 
this city by dealers, at which were 
shown the very latest electrical devices 
for household use. Prices on all kinds 
of electrical goods are much lower than 
during the war period, or since the war, 
and this is having the effect of increas- 
ing sales. Recently a leading maker 
of a popular line of electrical perco- 
lators announced a reduction of $1 off 
list and on teapots $1.75 off list. Prices 
on copper and nickel-plated percolators 
and teapots have also been slightly re- 
duced by one or two makers. 

Garden Tools.—An over-supply of 


wet weather during the past two weeks 
has restricted sales of garden tools, 
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which are lighter now than they should 
be at this season of the year. However, 
dealers are looking to a good spring 
trade just as soon as favorable weather 
for gardening comes. Prices on some 
lines of garden tools are considerably 
lower than at this time last year. 

Garbage Cans.—The trade in these 
goods in the past two or three weeks 
has been very good, and dealers report 
their stock laid in some time ago as 
moving out freely. Owing to the re- 
strictions in output of galvanized 
sheets, due to the coal strike, a short- 
age in supply of all galvanized goods 
may result, and jobbers and dealers are 
laying in as large stocks as they can. 
An advance in prices in the near future 
would not be a surprise to the trade, 
as heavy galvanized sheets are now 
from $6 to $8 per ton higher than two 
or three months ago. 


Local jobbers quote the Security make of 
garbage cans, made by the Sheet Metal 
Specialty Co. of this city, as follows: No. 1, 
€3; a 2, $3.40, and No. 3, $4.10 each from 
stock. 


Iron and Steel Bars.—The predicted 
shortage in supply of steel bars, due to 
the coal strike, is already being felt, 
and is likely to get worse if the strike 
lasts for any considerable time. A 
local house reports it has a contract for 
1200 tons or more of steel bars ready 
to place, and so far has been unable to 
find a mill that will take it and make 
the delivery wanted. Some steel bar 
mills refuse absolutely to quote on new 
crders, stating their coal supply is un- 
certain and they do not care to take 
on any more orders at present than 
are now on their books. The demand 
for iron bars is better than for some 
time past. 

Local jobbers now quote steel bars rolled 
from billets at 1.75c. to 2c., depending on 
the order; reinforcing bars rolled from 
billets, 1.75c. to 1.90c. base; reinforcing bars 
rolled from old rails, 1.65c. to 1.75c. ; refined 
iron bars, 2c to 2.25c., the higher prices 


being for large lots, and the lower for 
small lots. 


Field Fence.—The shortage in supply 
and also in deliveries by the makers 
are becoming more serious and there 
seems to be an acute famine in field 
fence for prompt shipment. Jobbers’ 
stocks are low, and they are wiring 
and telephoning makers to hurry up 
deliveries. 


Local jobbers continue to quote field fence 
at 68 per cent off in carload lots, and 66 
per cent off list in lots less than 1000 rods, 
f.o.b. Pittsburgh. 


Lawn Mowers.—The present demand 
for mowers is reported by the local 
trade to be extremely active, and some 
jobbers have sent in repeat orders to 
the makers, as their stocks are running 
low. One jobber has reports from the 
maker whose mowers he handles that 
his output of mowers is being restricted 
by the shortage in raw materials 
brought on by the coal strike. This 
promises to be the most active season 
in mowers that the trade has had in 
some years. Prices are very firm. A 
maker of lawn mowers that is sold 
largely here has notified a jobber that 
he cannot make deliveries on new orders 
inside of two to three weeks. 


Jobbers are quoting the cheaper grades 
of competition lawn mowers as follows: 
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12-in., $5; 14-in., $5.50; 16-in., $6. Prices 
on high wheel bail bearing lawn mowers are 
quoted as follows: 15-in., $9; 16-in., $9, and 
18-in., $9.50 each. 

Poultry Netting.—Demand is very ac- 
tive, and some makers are getting back 
in shipments to a considerable extent. 
Shipments of raw materials by the 
mills are slow, and may be worse if 
the coal strike lasts for some time. 
Jobbers report that stocks are low, and 
are urging makers for prompt ship- 
ments on their orders. 

Local jobbers quote from stock at 50 and 
5 per cent after weaving, and 50, 10 and 5 
per cent before weaving. 

Sheets.—The new demand is very ac- 
tive, and another advance in prices of 
sheets in the near future would not be 
« surprise to the trade. The coal strike 
has brought about a shortage in supply 
of sheet bars, and the American Sheet 
& Tin Plate Co., of this city, is bringing 
sheet bars from Gary, Ind., to its local 
mills, paying a freight rate of $5.80 
per ton for the long haul. Shipments 
of sheets by the mills in April were 
very heavy, but may show a falling off 
in May due to the steel shortage. On 
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OR the first four months of the 

year jobbers report that their sales 
exceeded in volume the same period of 
last year. This is probably the best 
indication of the improved condition of 
business, which, it is now felt, is be- 
coming general throughout the coun- 
try. Another reason for an optimistic 
viewpoint of the situation is seen in the 
fact that some factory supply houses 
report their April business as fully 25 
per cent better than March and 75 
per cent better than February. Paint 
manufacturers and jobbers, too, report 
that up to date the present year is the 
best they have ever experienced. 

While there does not seem to be any 
particular line which can be singled out 
for especial activity, the general line 
of hardware merchandise is moving 
well, although, of course, the demand 
for seasonable goods at the present time 
is heavier than orders for future de- 
liveries. At this time there is a short- 
age of some items due to the heavy 
demand and delayed shipments. This 
is particularly true of lawn mowers, 
jobbers reporting that they are unable 
to take care of the trade in this particu- 
lar item 

Very few price changes are being re- 
ceived. The tendency, however, is up- 
ward, but it appears that manufac- 
turers will go slow before making any 
announcements. While it is true that 
some articles have been advanced re- 
cently, local jobbers have not been in 
much of a hurry to mark up their prices 
in the corresponding ratio. 

Great interest is being manifested in 
the building situation and for the first 
time in many years Cincinnati and the 
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some recent sales of sheets for early 
delivery slight advances in prices were 
secured over what are regarded as 
regular market. Automobile makers 
are buying very heavily of sheets, due 
to the activity in the demand for cars. 
Local jobbers have not yet advanced 
prices, but may do so in the near future, 
knowing that when they enter the mar- 
ket again they will have to pay more 
money. Prices being quoted by jobbers 
at this writing, f.o.b Pittsburgh, are as 
follows: 


Blue annealed sheets, 2.75c. to 3c.; No. 28 


gage Bessemer black sheets, 3.25c. to 3.50c., 
and No. 28 gage galvanized, 4.25c. to 4.50c. 
in small lots from store. Prices quoted 
depend largely on the size of the order. 
Shovels.—Local jobbers are quoting 
fourth grade black shovels at $9.50 per 
doz., and polished at $10.50 per doz., 


from stock. 


Shafting—Under date of May 2 a 
leading maker announces an advance of 
$3 per ton in prices of common ground 
shafting, and is now quoting at 2.40 
cents at mill in carload lots, and 2.65 
cents in less than carload lots. The 
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vicinity is free from the customary 
May day tieups. Cincinnati is experi- 
encing the greatest building boom in 
its history. The number of permits is- 
sued by the building commissioner for 
the month of April for residences 
alone amounted to 218 and the value is 
estimated at $1,340,000. During the 
month all building projects for which 
permits were issued amounted to $2,- 
500,000. The month of May is ex- 
pected to greatly increase these fig- 
ures, and with continued peaceful con- 
ditions in the building labor situation 
the year will go down in history as the 
largest one ever experienced. 

Automobile Accessories.—The de- 
mand for automobile accessories con- 
tinues good, with prices showing great 
stability. The orders” are constantly 
increasing and cover the entire line. 
A manufacturer of sheet steel fenders 
announced a price advance of 10 per 
cent, effective May 1. This, however, 
is the only one of importance to be 
made, although it is said that with the 
steel market showing an upward ten- 
dency prices on automobile accessories 
will move along in sympathy. 

Builders’ Hardware.—The demand 
for builders’ hardware continues active 
and the indications are that this season 
will be the greatest in the history of the 
city. Some jobbers report that it is 
getting difficult to secure sufficient 
merchandise to take care of the de- 
mand. Prices are very firm. 

Bolts and Nuts.—Practically all 
manufacturers of bolts and nuts have 
advanced their prices during the past 
two weeks and local jobbers have made 
their changes accordingly. The de- 
mand for bolts and nuts is showing a 
steady improvement. 

We quote from Cincinnati jobbers’ stocks: 
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market is very firm, and prices may 
be higher in the near future. 

Wire Products.—Local makers of 
wire and wire nails are well filled up 
over the next three or four weeks, and 
as a result are not anxious to take on 
new orders, owing to the uncertain out- 
look as to supply of coal. Specifications 
against contracts are coming into the 
mills very freely, especially for fence 
wire and wire nails. Prices remain 
very firm, and if the coal strike lasts 
for some time an advance may be made. 


from stocks, f.o.b. Pitts- 
Wire nails, $2.65 base 
per keg; galvanized, 1 in. and longer, in- 
cluding large head barbed roofing nails, 
taking an advance over this price of $1.2 
and shorter than 1 in., $1.75; bright Bes. 
semer and basic wire, $2.50 per 100 Ib. 
annealed fence wire, Nos. 6 to 9, $2.50; gal- 
vanized wire, $3; galvanized barbed wire, 
$3.25; galvanized fence staples, $3.25 
painted barbed wire, $2.75: polished fence 
staples, $1.75; cement coated nails, per 
count keg, $2.25 to $2.35; these prices be- 
ing subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days 
net, less 2 per cent off for cash in 10 days 
Discounts on woven-wire fencing are 68 to 
70% per cent off list for carload lots, 67 
to 69% per cent for 1000-rod lots, and 66 to 
6814 per cent for small lots, f.o.b. Pitts- 
burgh. 


Jobbers quote 
burgh, as follows: 


Machine bolts, small sizes, 65 and 10 off, 
large sizes, 60 and 10 off; carriage bolts, 
small sizes, 50, 10, 10 and 5 off; large sizes, 
50 and 10 off; stove bolts, 80 off; semi-fin- 
ished nuts, 9/16 and smaller, 80 and 10 off; 
larger sizes, 75 and 10 off. 


Cutlery—The demand for cutlery 
continues very fair, pocket cutlery be- 
ing the leader at the present time. 

Drills and Taps.—There is still a fair 
demand for drills and taps, structural 
steel workers being fairly busy. The 
price situation has firmed up somewhat 
and the tendency in some quarters is to 
look for an advance, as it is said that 
recent reductions went too far. 

We quote from Cincinnati jobbers’ stocks: 

Carbon drills, " and 5 off; high speed 
drills, 50 and 5 

Eaves Poona and Conductor Pipe.— 
Jobbers report that the demand for 
eaves trough and conductor pipe con- 
tinues heavy, but most of the buying is 
still in small quantities for immediate 
delivery. The recent advance is well 
maintained and with the tendency of 
mills to advance prices on sheets it is 
said that further advances are likely. 


We quote from Cincinnati jobbers’ stocks: 
28-gage, 5-in. e: aves trough, $4.00 per 100 
ft. 28 - gage, -in. corrugated conductor 
pipe, $4.25 per io0 ft.; 3-in. corrugated con- 
ductor elbows, $1.51 per doz. 

Farming Tool Handles.—The demand 
for farming tool handles has been sat- 
isfied to some extent, but sales for quick 
delivery are still fair. Future orders 
are coming in at a satisfactory rate 
and prices are very firm. 

We quote from Cincinnati jobbers’ stoc ks: 
Straight hay forks, 5% ft., $3.10 per doz. 
6 ft., $4 per doz.: 7 ft., $6 pér doz. ; bent hz Ly 
forks, 5% ft., $3.65 per doz.; 6 ft., $465 
per doz. ; long manure forks, $2.65 per doz. ; 
same with straps, $4.65 per doz.; D shovel 
handles, $4.45 per doz.; D spade handles, 
$4.25 per doz.; cotton hoe handles, $2.15 per 
doz.: rake handles, $2 per doz. 


Files —Nothing further has devel- 
oped in the price situation on files. The 
demand is picking up nicely as local 
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manufacturing conditions continue to 
improve. 


We quote from Cincinnati jobbers’ stocks: 
Files at 60 and 5 off to 70 off. 


Granite Ware.—There is a brisk de- 
mand for granite ware and local job- 
bers express themselves as being well 
satisfied with recent sales. Prices show 
no change. 

Garden Tools.—The demand for gar- 
den tools is holding up very well, and 
while jobbers report that their sales 
are not quite as brisk as they have been, 
dealers are moving their stocks with 
great rapidity. No changes in prices 
are reported. 

Grass Catchers.—The demand for 
grass catchers has been very brisk dur- 
ing the past two weeks, and with con- 
tinuance of the present weather it is 
expected to be maintained. Prices are 
firm and unchanged. 

Glass.—Continued activity in build- 
ing construction has created a steady 
demand for window glass, and jobbers 
and dealers alike are very well pleased 
at the volume of business offering. 
Prices are unchanged, window glass 
being quoted at 85 per cent discount. 

Galvanized Ware.—While it was ex- 
pected that prices on galvanized ware 
would show an advance, this has as yet 
failed to materialize, but with advanc- 
ing prices of galvanized sheets, local 
jobbers expect that it will not be very 
long before the movement spreads to 
the manufactured article. The demand 
for galvanized ware is very steady. 

We quote from Cincinnati pos stocks: 


Galv. pails, 10- at, $2; 12-qt., $2.25; 14-qt., 
50; 16-qt., — J galv. tubs, No. 0, $4. 75: 
No 1, $5.75: No » $6.50; No. 3, $7.60, all 


prices per doz. 

Garden Hose.—While sales fell off 
during the past two weeks, due pri- 
marily to weather conditions, a short 
spell of hot weather is all that is 
needed, in the opinion of the trade, to 
create a heavy demand for garden hose. 
Prices are unchanged, but it is said the 
tendency is toward higher levels. 

We quote from Cincinnati jobbers’ stocks: 


Molded hose, in 500-ft. coils, %-in., 8%c. 
per ft.; %-in., 9%c. per ft.: %-in., 10%c. 
per ft.; %4-in., 6-ply, in 50-ft. coils, 10%c. 
per ft.; %-in., 6-ply, in 50-ft. coils, 124c 
per ft. 


Lawn Mowers.—Jobbers report a 
shortage of lawn mowers. The weather 
during the past two weeks has been 
very favorable toward grass growing, 
with the result that householders are 
in the market for lawn mowers to keep 
their lawns in shape. Some jobbers are 
entirely out of mowers and have re- 
ordered for the third time in order to 
satisfy the demands of dealers. 

We quote from Cincinnati jobbers’ stocks: 
Cheap lawn mowers, 12-in., $4.70 ea.; 14- 
in., $4.95 ea.; 16-in., $5.20 ea.; medium 
bearing, 14-in.. $7.50 ea.; 16-in., $7.75 ea.; 
better grade, ball bearing. 14-in., $8.00 ea.; 
16-in., $8.35 ea.; 18-in., $8.75 ea.; five-knife 
high wheel ball bearing, 16-in., $11.25 ea.; 
18-in., $11.75 ea.; 20-in., $12.25 ea. 


Oil and Gas Heaters.—Considerable 
improvement is noted in the demand 
for oil and gas heaters. Oil stoves, too, 
have been in brisk demand. There 
have been no recent price changes and 
none are anticipated, at least for the 
present. 


Nails.—Local jobbers have not yet 
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followed the lead of mills in advancing 
nail prices 10 cents per keg. The de- 
mand for nails in this district is show- 
ing steady improvement and with a 
continuance of the building program 
the year is expected to be a very good 
one. Some jobbers have advanced 
prices on nails 10 cents per keg, but 
the more general quotation is still $2.75 
per keg base. Cement coated nails are 
steady at $2.30 per keg. 

Paints and Oils.—Local jobbers re- 
port the year to date as the biggest in 
their history. The number of new 
houses going up and the educational 
campaign conducted by the Chamber of 
Commerce to clean up the city is in 
great measure responsible for the heavy 
demand. Prices are showing firmness 
and local jobbers during the week ad- 
vanced their prices on linseed oil ap- 
proximately 9 cents per gallon. Tur- 
pentine is unchanged. With recent ad- 
vances on lead prices by a large manu- 
facturer, it is expected that local job- 
bers will shortly announce an advance 


on this item. 

We quote from Cincinnati jobbers’ stocks: 
Ready mixed house paints, $2.60 per gal.; 
linseed oil, 92c. per gal.; turpentine, 92c. 
per gal.; white and red lead, 12%c. per Ib. 


Poultry Netting—The demand for 
poultry netting is very heavy at the 
present time and jobbers have placed 
repeat orders with manufacturers to 
take care of it. Prices are firm, with 
prospects of an advance. 


We quote from Cincinnati jobbers’ stocks: 
Pou try netting. galvanized before weaving, 
50 and 10 off; galvanized after weaving, 
50 off. 


Radio Supplies. — Local supply 
houses report the demand for radio 
supplies as being especially heavy. 

Roofing Paper.—The demand for roof- 
ing paper is steadily improving, the 
number of new building projects hav- 
ing much to do with the increased 
volume of business. No price changes 
have been made recently and some job- 
bers profess to believe that none will 
be made in the near future at any rate. 

Rivets.—While some manufacturers 
of rivets have made advances in prices, 
local jobbers have not put the advances 
into effect. The demand is fair. Cin- 
cinnati jobbers quote all sizes at 65 off. 

Roller Skates.—This is probably the 
biggest season ever experienced by lo- 
cal jobbers for roller skates, and re- 
peat orders to take care of it have been 
placed. There have been no recent price 
changes and none are anticipated. 


We quote from Cincinnati jobbers’ stocks: 
Boys’ bal!-bearing roller skates. $1.59 per 
pair: girls’ ball-bearing roller skates, $1.68 
per pair. 


Rope.—Local jobbers and manufac- 
turers report a very much improved 
demand for rope, with prices firm and 
unchanged. 

Cincinnati jobbers quote: Manila rope, 
18%c. per lb.; sisal, 11%c. per Ib. 

Steel Sheets.—Local jobbers have 
not yet taken any action on the recent 
advance of $3 per ton made by the 
mills. However, as sheet prices are 
again moving up it is expected that 
local warehouses will shortly name 
higher prices to correspond. Some 
mills are now quoting black and gal- 
vanized sheet at 3.50 cents and 4.50 
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cents respectively, but materials are 


"still available at 3.15 and 4.15 cents. 


We quote from Cincinnati jobbers’ stocks: 
28 ga. galvanized sheets, 5.25c. per Ib.; 28 
ga. black sheets, 4.25c. per Ib. 


Shot.—Local jobbers report receipt 
of an announcement from a manufac- 
turer of drop shot that prices have been 
advanced 10 cents per bag. Jobbers, 
however, have not made any changes 
in their quotations. 

Screen Doors and Windows.—The 
demand for screen doors and windows 
is assuming large proportions and both 
jobbers and dealers report their sales 
as excellent. Prices are very firm. 


We quote from Cincinnati jobbers’ stocks: 
Screen doors, common, 2-10 x 6-10, $20.00 
per Gos.; 3-10 x 7 tt., $20. 50 per doz.; 3 ft. 
x 7 ft., $21.00 per doz.; medium fancy, 2-10 
x 6-10, $28.25 per doz. ; 2-10 x 7, $28.50; 
38 x 7 ft., $29.25. High grade, 2-10 x 6-10, 
$46.50 per doz.; 2-10 x 7, $46.75: 3 x 7, 
$48.00. Screen windows, extension type, 24 
x 37, $6.40 per doz.; 30 x 37, $8.00 per doz.; 
36 x 37, $9.25 per doz. 


Screws.—Prices on machine screws 
have been advanced approximately 10 
points during the week, but the situa- 
tion as regards wood screws is easier 
and local jobbers have made a slight 
reduction in prices. The demand is 
picking up nicely, particularly from the 
pattern shops. 

We quote from Cincinnati jobbers’ stocks: 


Machine screws, 70 off; cap. 75 off; set, 
80 off; coach, 65 off; wood, 85 and 5 off. 


Sporting Goods.—With the regular 
summer sporting season now in full 
swing the demand for sporting goods 
has been satisfied to a large degree, 
but jobbers and dealers alike report 
that sales are still good. Baseball 
goods and golf supplies continue to be 
the leaders, although fishing tackle is 
also moving fairly well. 

Sash Cord and Sash Weights.—The 
demand for sash cord and sash weights 
is keeping pace with the improved 
building conditions. Prices are firm. 


We quote from Cincinnati jobbers’ stocks: 
High grade sash cord, No. 8, 58c. per Ib.; 
medium grade, No. 8, 36c. per lb. ; cast iron 
sash weights, $1.85 per 100 Ib. 


Tools.—Both jobbers and dealers re- 
port a very much increased demand for 
mechanics’ tools, particularly tools re- 
quired in building construction. Machin- 
ists’ tools, while showing a slight im- 
provement, are still very slow sellers. 
Prices are firm. 

Wire Cloth—The demand for wire 
cloth is brisk and some jobbers report 
some difficulty in securing sufficient 
supplies to take care of the trade. 
Prices show no change. 

We quote from Cincinnati jobbers’ stocks: 


Black painted wire cloth, 12 mesh, $1.90 per 
100 sq. ft. 


Wheelbarrows.—There is still 4 
brisk demand for wheelbarrows, and 
while in the Cincinnati district there 
will not be much street work done this 
year, in the adjacent counties road im- 
provement work is being pushed for- 
ward with some vigor. Building con- 
struction has also created a demand 
for wheelbarrows, which jobbers are 
finding difficulty in supplying. Prices 
are as last quoted. 


We quote from Cincinnati ogee stocks: 
Pan-tray wheelbarrows, $5.25 each; con- 
tractors’ hein + fp'y gh $5.80 eg concrete 
wheelbarrows, $6.25 each; wooden wheel- 
barrows, $2.85 pte 9 
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MCKINNEY 


Hinges and Butts 
and Hardware 


Also door hangers and 
track, door bolts and 
latches, shelf brackets, 
window and screen hard- 
ware, cabinet hardware, 
steel door .mats and 
wrought specialties. 


‘TIE THIS BOOK to your counter 
where it will actually 
help to sell garage sets. 
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Send for your copy of this 


helpful book on garage doors 


T is not just a catalog. 

It’s a book that shows pic- 
tures of various kinds of garage 
doors—sliding-folding, swing- 
ing and around-the-corner types. 
‘It also shows simple working 
drawings which illustrate per- 
fectly how the different kinds of 
garage doors should be hung. 


Tie this book to your counter 
so you can show it to the cus- 
tomer who wants garage door 
hardware. From it he can in- 
stantly pick out the kind of door 
he wants. Then all you have to 
do is hand him the box contain- 
ing the McKinney Garage Door 
Hardware Set which goes with 
that kind of a door. 


Just that—and the sale is com- 
pleted. 

You save time, energy and 
trouble if you handle these 
McKinney Garage Door Sets. 
And you please your customers, 
because you help them to get 
just the right kind of a door, 
because you save their time, be- 
cause you‘do not bring them 
back again for some forgotten 
detail of hardware, and because 
of the high quality of the hard- 
ware which you give them in 
these sets. 

Send for this book and hang 
it within reach of your custom- 
ers. It will sell garage sets for 
you. 


McKINNEY MANUFACTURING COMPANY, Pirtspurcu 


Western Office, Wrigley Bldg., Chicago 


Export Representation 


MCKINNEY 


Complete Garage Door Sets 
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Office of HARDWARE AGE, 
3725 Colfax Ave. So., 

Minneapolis, Minn., May 6. 
USINESS conditions in general con- 
tinue to show a steady improve- 
ment as the spring season gets under 
way, although it has been rather back- 

ward on account of the cold weather. 

Sales of automobile supplies and ac- 
cessories are developing rapidly, and 
there is a good demand for garden tools 
and seeds. 

The employment situation is improv- 
ing daily, which is putting more money 
in circulation. 

Prices seem to have reached a low 
level for the present, and such changes 
as are noted are increases, rather than 
declines which have been the rule here- 
tofore. 

Builders’ Hardware.—Sales of build- 
ers’ hardware are taking the lead over 
all other departments as construction 
work is now getting rapidly under way. 
An unusually large volume of business 
is expected in this line. 

Axes.—Sales continue to show im- 
provement and a fair volume of busi- 
ness is being obtained. Prices are firm. 

We quote from jobbers’ stocks, f.o.b 
Twin Cities: Medium grades, single bit, 
base weights, $11.50 per doz.; double bit, 
$16.50 per doz. 

Bolts.—Sales of bolts continue to 
show a steady growth. Due to better 
marketing conditions and a slight in- 
crease in steel, there has been an ad- 
vance in the prices of bolts. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Small carriage bolts, 60-5 per 
cent; large carriage bolts, 50-10-10 per 
cent; small machine bolts, 60-10 per cent; 
large machine bolts, 60-5 per cent; stove 
bolts, 75-10 per cent; lag screws, 60-10 per 
cent. 

Brads.—A very satisfactory volume 
of business in brads is now being ob- 
tained. Prices remain firm as _ last 
quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Brads, in standard packages, 
75 per cent from lists. 


Churns.—Demand for churns is grad- 
ually picking up and an average 
amount of business is being done. 
Prices remain unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Belle, barrel type, churns, 40-5 
per cent from list. 

Eaves Trough, Conductor Pipe and 
Elbows.—Demand for these items is 
now increasing rapidly and a very good 
volume of business can be expected. 
Prices remain firm as last quoted. 


We quote from jobbers’ stocks, f.0.b. 
Twin Cities: Eaves trough, 28 gage, 5-in., 
lap joint, single bead, $4.50 per 100 ft.; 
3-in. corrugated conductor pipe, $4.50 per 
— ft.: 3-in. corrugated elbows, $1.55 per 
aoz. 


Files.—Sales of files remain of satis- 
factory volume and are increasing along 
with generally improved conditions. 
Prices remain as for some time past. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson files, 60-5 per cent; 
Arcade files, 70-21% per cent; Disston files, 
70-10 per cent. 


Galvanized Ware.—The market for 
galvanized ware is showing a substan- 
tial improvement. Prices remain as 
last quoted, but due to conditions in 
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steel market there is a strong possi- 
bility of advance in prices later. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Galvanized tubs, No. 1, $6.10 
per doz.; No. 2, $6.85; No. 3, $8; heavy 
galvanized, No. . $12; No. 2, $13; No. 3, 
$15; standard 10-qt. galvanized patis, 92 
per doz.; 12-qt.. $2.35; 14-qt., $2.70; stand- 
ard 16-qt. stock pails, $4.25; 18-qt., $4.80; 
heavy stock pails, 16-qt., $6; 18-qt., $7.35. 

Glass and Putty.—There is some im- 
provement in the demand for these two 
items, although the total sales have 
not reached a large volume from the 
retail dealer’s standpoint. Prices re- 
main stationary. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single strength glass, 84 per 
cent; double strength glass, 85 per cent 
from standard lists. Putty, $4.40 per cwt. 

Hose.—Sales. of garden hose are now 
beginning to develop and an average 
season’s business is expected. Prices 
show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Five ply, 3.4-in., 11%c. per ft.; 
3 ply, competition hose, 94c. per ft. 

Ice Cream Freezers.—With the be- 
ginning of warmer weather more in- 
terest is being shown in this line. 
Prices are the same. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade, wooden tub, 4-qt., 
$4.13 each; 8-qt., $6.75 each 

Lawn Mowers.—A sow sales are now 
beginning to be made in lawn mowers 
and a fair amount of business is ex- 
pected. Prices continue without change. 

We quote from local jobbers’ stocks, f.o.b. 
Twin Cities: Best standard grades from 25 
to 30 per cent from list; medium grade, ball 
bearing, $8.35 to $9.50 each. 

Milk Cans.—Demand for milk cans is 
now increasing rapidly. Prices show 
no further change since the last report. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Railroad milk cans, 5-gal., 
$2.25 each; 8-gal., $2.80 each; 10-gal.. 
$2.95 each. 

Nails.—The demand for nails is daily 
increasing and a very good volume of 
business is being done. ,Should the pres- 
ent coal strike continue to cause in- 
creasing steel prices an advance in price 
of nails may be expected. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Standard wire nails, $3.35 
base; cement coated nails, $2.80 base. 

Paper.—A very good volume of busi- 
ness is now being obtained on building 
papers and this is steadily improving. 
Prices remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: No. 2 tarred felt, $2.57 per 
ewt.; string felt, $1.42 per cwt. Red rosin 
sheathing, $219 per ewt. 

Planters.—The season has been slow 
in getting started but a fair volume of 
business is now under way. Prices re- 
main unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Acme potato planters, $6.75: 
Acme corn planters, $9.75. 

Poultry Netting.—Demand for poul- 
try netting is now getting its full stride 
and a very good volume of business is 
being received. Prices remain as last 
quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Hexagon poultry netting. 55 
per cent from standard lists. 

Rope.—Demand for rope continues 
to improve throughout the district, in 
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both agricultural and construction de- 
mands. Prices remain firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Pure manila rope, 1944c. per 
lb. base; puré sisal rope, 16%c. per lb. base, 


Sash Cord.—Sash cord is now meet- 
ing with a steady demand and a good 
volume of business is being done. 
Prices remain firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grades, 65c. per Ib. ; ordi- 
nary grades, 36c. per Ib. 


Screen Doors and Window Screens.— 
Some interest is now being shown in 
these two items and sales are begin- 
ning to develop. Prices continue with- 
out change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Common screen doors, 2-8 x 
6-8, $20.95 per doz.; fancy screen doors, 
2-8 x 6-8, $35.40 per doz; Sherwood adjust- 
uble window screens, 24-in., $7.05 per doz.; 
Wabash extension, 24-in., $6.20 per doz. 


Screws.—Screws are now meeting 
with a steady demand and a good vol- 
ume of business is being obtained. 
There has been an advance in prices 
by one of the jobbers, although all have 
not done so as yet. The changes are 
as follows: 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Flat head bright screws, 82%4- 
10 per cent; round head blued screws, 80-5 
per cent; flat head japanned screws, 75-5 
per cent; flat head brass screws, 75-10-5 
per cent; round head brass screws, 75-5 per 
cent. 

Solder.—There is now a better de- 
mand for solder. Prices have been 
again advanced since the last report. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Half and half solder, 23%c. 
per Ib 

Tacks.—There is a slightly better de- 
mand for tacks. Prices remain as last 
quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: American cut, 8 oz., 60c. per 
doz. packages; tinned carpet, 8 0z., 60c.; 
ag aula 8 oz., 65e.; double point. 11 
OZ., c. 


Tin Plate—There is a much better 
demand for tin plate, especially of the 
grades used for roofing. Prices re- 
main the same. 


We uote from jobbers’ stocks, f.o.b. 
Twin Cities: Furnace coke, L, 20 x 28, 
$13.55; roofing tin, IC, 20 x 28, 8-lb. coat- 
ing, $13.50. 


Wheelbarrows.—Demand is steadily 
improving and a good volume of busi- 
ness is now being received. Prices re- 
main as last quoted. 

We quote from jobbers’ stocks, f.0o.b. 
Twin Cities: Wood stave, fully bolted, $36 
per doz.; No. 1 tubular steel, $6.35 each; 
No. 1 garden, $5.40 each. 

Wire Cloth.—Sales are now develop- 
ing rapidly and during the next two 
weeks should reach a very substantial 
volume of business. Prices are the 
same. 


We quote from jobbers’ stocks, f.0.b. 
Twin Cities: Black, 12 x 12 mesh, $2.10 per 
100 sq. ft.; galvanized, $2.40 per 100 sq. ft. 


Wire—aAs in practically all other 
hardware items, wire is now receiving 
a very substantial increase in the vol- 
ume of business being obtained. Prices 
remain without change. 


We quote from jobbers’ stocks, f.0.b. 
Twin Cities : wet wire, painted cattle, 
80-rod spools, $2.8 galvanized cattle, 
$3.26; painted hog cthie, $3.07; galvanized 
hog wire, $3.49: smooth black annealed No. 
9, $3.20 per ewt.; smooth galvanized an- 
nealed, $3.70 per ewt. 
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Now is the time for hard- 
ware dealers to uncover a verit- 
able business treasure in the 
great variety of building hard- 
ware and trim made of Brass— 
real Brass, which will not rust 
—not the brass-dipped, quick- 
rusting kind. 

No customer purposely buys 
hardware that soon becomes 
rusted, ugly and useless. He 
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TREASURE CHESTS ARE ALWAYS BRASS BOUND 


simply doesn’t know—until it 
is too late—that the thin coat- 
ing soon wears off, with dis- 
astrous results. 


Somebody must tell him so. 


You can do it and earn his 
everlasting good-will—which 
means Ais business and that of 
his neighbors — through the 
Everlasting service real Brass 
always gives. 


We are doing the heavy work — with a vigorous advertising 
campaign to the millions of readers of The Saturday Evening 
Post, Literary Digest, Building and Architectural papers,as well 
as intensive missionary work with prospective home owners. 


We are leaving no stone unturned to show the great, 


buying public that 


“Copper, Brass and Bronze are cheaper 
because you pay for them only ONCE.” 


COPPER anv BRASS 


RESEARCH ASSOCIATION 
25 Broadway, New York 
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Turning Charge Accounts Into Cash Customers 


Some Pertinent Pointers to Use in Regulating Your 
Extensions of Credit and in Collecting Out- 
standing Delinquent Accounts 


with which a merchant has to 

deal to-day is the one regard- 
ing credit and collections. It is a 
large subject and one that requires 
u great deal of thought and atten- 
tion. It varies also in nature in 
different con. nunities. Each mer- 
chant has different local conditions 
to deal with but, nevertheless, most 
of the basic faults of doing a credit 
business and collecting the accounts 
are the same. 

Credit Your Best Asset 


In business a man’s credit is his 
greatest asset and should have more 
attention than any other part of his 
business. 

The hardware man has to buy his 
goods in all parts of this country, 
and no merchant who wishes to en- 
joy a good business could buy all 
his merchandise from one firm. In 
order for him to receive the best 
service and the best prices he must 
have the best credit possible. 

What does 2 manufacturer or job- 
ber out in Illinois know about you? 
Does he know if you are young or 
old, fat or slender, good or bad 
looking? All he knows about you 
and all he cares to know about you 
is the one question: Is your credit 
good and do you discount his bills? 

In order for a manufacturer to 
enjoy good business he must have 
good orders from the jobbers and 
must also know that he will receive 
his money promptly. The jobber 
must have good business from the 
retailer and also be assured of his 
money. Likewise the retailer must 
have good business and receive his 
money promptly so that he can be 
able to discount his bills with the 
jobber. 

On every $5,000 worth of mer- 
chandise purchased a year a dealer 
can make $100 extra profit if he 
takes advantage of this cash dis- 
count. Just realize how much this 
means to have your business in 
shape so as to take advantage ‘of 
this discount. Also I know that the 
man who pays cash can always re- 
ceive the best of prices and far 


(= of the greatest questions 


By H. P. AIKMAN 
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better prices than the man who 
waits thirty to ninety days to pay 
his bills. 

Get Near a Cash Basis 


How is a merchant going to regu- 
late his business in order to have 
better collections, pay cash for his 
goods and take advantage of his 
cash discount and receive better 
prices and better service from the 
manufacturers and jobbers. 

He must get his business as near 
a cash basis as possible. 

In the country towns we all know 
our customers. A customer calls 
me Horace and I call him John, and 
all the people in the country for 
miles around know me as Horace 
Aikman, the Hardwareman. It is 
entirely different with respect to 
collections here, and one has to use 
good judgment about how he col- 
lects a bill and a lot of discretion, 
as we do not draw our business 
from a city like Rochester and can- 
not afford to make enemies and lose 
trade. We need all the customers 
we can get and some more besides. 

A great many merchants cater to 
a credit business, and’it is the mer- 
chant’s own fault that a large num- 
ber of his book accounts are made 
because of his wishing them. This 
I know from experience. 

I have heard a merchant trying 
to sell a man a bill of goods say to 
him, “Why don’t you buy this?” 
And the man will answer him and 
say, “Because I haven’t the money.” 

The merchant will then say to him, 
“Oh, you need not worry about the 
money, I will charge it to you and 
when you get the money come in 
and pay me. I am glad to do this 
for you.” 

Right there the merchant has 
given a man credit, without any 
time being set for the payment of 
the bill. And probably the man 
buys more than he would have 
thought of buying originally be- 
cause the merchant was so glad to 
extend him credit. 

Later, after several months of 
waiting, the merchant sees this 
man’s account on his books and 
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sends him a statement. Several 
more statements are sent and the 
merchant gets irritated because his 
customer does not pay. But he does 
not stop to think that he made this 
charge himself, that he told the cus- 
tomer that his credit was good and 
that he could pay when he got the 
money, which really meant no defi- 
nite time. 

For the past few years I have 
used a system of my own in han- 
dling customers who are usually 
very slow pay. When they come in 
now and buy a good-sized bill of 
goods and say, “Charge it,” I have 
a new answer for them. My answer 
is “For how long?” 

This is a new question for them. 
They don’t usually receive an an- 
swer to their requests to charge 
goods, and this one sets them to 
thinking. 

Explaining Your Position 


I then go on and explain to them 
that it is impossible for me to give 
extended credits any longer. I state 
that the jobbers and manufacturers 
expect their money in ten days, and 
I must know when I will be paid 
so as to meet the payment of my 
goods when due. I say that I am 
glad to help them out now as much 
as I can, but they will have to pay 
as nearly cash for the goods as 
possible. 

They answer: “Well, I will get 
my milk check on the 21st or will 
receive some money by the middle 
of the month and will pay you 
then.” I then tell them that this 
will be satisfactory to me, and I 
will not send them any statement, 
as I know that I can expect my 
money on the 21st and can then 
meet my own bills. I always write 
on the charge when the bill is to 
be paid. The customer can see me 
write this down and he knows that 
I will not forget it. 

If they don’t pay at the proper 
time, I write them a letter and say 
to them, “I have not received the 
money you were to pay on the 21st. 
I trust that you will send check by 
return mail, as I have a large pay- 
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anning- Quality 


OoOwman vare 
The Kind of Merchandise That 


No, 21502, 6 Caps, $14.50 Brings Your Customers Back for More _— we © 
21593, 9 Cups, 15.50 Plated, $17.00; Oop- 
per, .50. 


Nickel Plated A - No. 23493, 9 Cups, Nickel 
— Plated. $19.00; Cop- 


per, $20.50. 


A Perfect Percolator! 


SILENT PERCOLATING 
No rattling or sputtering 


HEAT WHERE YOU 
WANT IT 


Immediate percelation 


SLEEVE—Confines heat 
and protects finish 


AUTOMATIC SWITCH 
Prevents damage if perco- 
lator boils dry. 
Resets from outside of 
Percolator without tools. 


Equipped with a real Thermostatic Switch which never works at the wrong time and 
never fails at the right time. The biggest advance ever made in Electric Percolator Con- 
struction. The new M-B Percolator is the result of over 50 years experience in this line. Its 
features are: A new Unit—a new Thermostat—a new Valve. 


The new unit reduces the heat in the percolator base by applying the heat more directly to the water 
in the percolator, thereby making the thermostat a practical one. The valve gives silent percolation and 
quick action. The thermostat protects the percolator from damage due to boiling dry and protects the unit 
from damage if used on a serious over-volt- 
age. With this new unit our 110 V. perco- 
lator may be used satisfactorily on any volt- 
age from 104 to 120 saving duplication of 
stock as it makes it unnecessary to carry 
appliances of several different voltages. 

Our entire line of percolators is now being 
equipped with these new features without 
increase in price. Is ready for delivery and 
is backed by Spring Advertising in such me- 
diums as “Ladies’ Home Journal,” 
“Good Housekeeping,” etc. If you 
are interested in increasing your 
Reversible Deer Toaster sales and making satisfied custom- 
; Nickel Plated . ers, insist on seeing these new fea- 
a ia As Illustrated $8.00 tures. Get the outline of our ad- No. 230930, Set (4 Pieces), 9 Cup Percolator, 


With Toast Rack 8.50 Ebonized Handles. Nickel 


It toasts'a full slice of bread without trim- | vertising campaign and convince Plated = Copper 
ming. No. 230930, Set (4 Pieces), $46.50 $50.00 
It toasts quicker. It turns the toast. yourself. 23003, Percolator, 25.00 26.50 
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ment to make and have depended 
on you at this time as agreed.” 
This brings in the money in most 
cases. 

All bills, no matter how small, 
should be sent out the first of every 
month and promptly on the first. 


Tracing the Delinquent Customers 


I wonder how many merchants 
see all their bills each month be- 
fore they are sent out, and how 
many of them draw off a list of the 
delinquent ones. They should draw 
these bills off the list and carry 
them at all times. If you meet a 
man who is on this list, ask him to 
pay, and most always he will pay 
or agree to pay on a certain date. 
A great many times when a person 
owes you he will keep out of your 
sight, but if you meet him and have 
his account ready you stand a good 
chance of receiving payment. 

Here is a point that merchants 
have got to see very plainly. 

It is no different for you to ask a 
person to pay his bill than it is for 
a person to ask you for credit. And 
this idea is to be used all the time 
if you wish to get your credit busi- 
ness as near a cash basis as pos- 
sible. 

I would rather have a person say 
that I am a hard man to get credit 
from than to say, “Why, Aikman 
will charge things to anyone.” 

The paying of bills is like going 
to church. It is a habit. 

Here is one point that has always 
worked out well with me. When a 
person has no permanent position, 
who only lives in town for a short 
time and can move out of town over 
night, comes to me for credit, I tell 
him that I only have charge ac- 
counts with property holders. It 
is an easy way to get out of giving 
him credit, and it has worked out 
well with me and I find that it is a 
good system to use. 

Personal touch with your rural 
trade is a wonderful thing in order 
for one to have a successful credit 
business. 

When you have a dull day, get 
into your car and go out into the 
country and call on some of your 
customers or look up some new 
ones. You can often get a good 
idea of how your customers are 
financially situated by seeing their 
homes, buildings, etc. 


Consult Your Fellow Merchants 


It is also a fine thing to talk over 
your accounts with some of your 
fellow merchants who you know are 
selling and giving credit to the 
same people who are your custom- 
ers. It will let you know how they 
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are paying and you can accordingly 
judge if the account is a good risk. 
The feed dealers in a dairy section 
usually know more about the rural 
people than anyone else and can 
give one very valuable information. 

What do you do with your small 
accounts of $1 and less? How do 
you eollect them and keep the num- 
ber down? I use a petty ledger and 
make a point to collect these ac- 
counts at all times, and also send 
out statements regularly once a 
month. The boys in the store who 
make these accounts are the real 
ones to collect them if you get them 
started. 


Keep Money Coming in 

Here is a big reason why a great 
many merchants have a lot of 
money on their books. They have a 
good balance in the bank and don’t 
worry about their book accounts 
until they are pressed for money, 
and then it is very hard to get this 
money in order to meet their obliga- 
tions. Keep the money coming at 
all times and there is not much 
need to worry. 

One way in which to insure your 
money on large sales such as stoves, 
etc., where the sale will be charged 
and you are not sure of the risk, is 
to use a good, reliable property note 
and file this with your town clerk 
so as to make it good. It will not 
be good unless it is filed. This will 
save a lot of trouble and you will be 
able to get your property back if 
you are unable to get your money. 


Train Customers to Pay Cash 


About my new customers, new 
people coming into town, contrac- 
tors, etc. How do’ you find out 
about these people? After they 
have traded several hundred dollars 
with you, then do you look them up? 

When a new man who has pur- 
chased a residence or a big farm 
nearby comes to town, I investigate 
him either through the bank or 
other ways, so that I will know if 
I want to go after his business. 


Investigating Contractors 


I always look up contractors very 
carefully. I usually ask my bank 
to get me a statement, and if it is 
good I go after the business good 
and hard. This is a safe plan, as 
you all know that contractors can 
buy a considerable amount of goods 
in a very short time, although some 
of them are very risky. 

How about a note business? Do 
you take notes for some of your 
book accounts and put your name 
on them so as to get the use of the 
money? I can go out any day and 
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sell good-sized bills of goods if | 
wanted a lot of notes, but person- 
ally I don’t like them. If I wanted 
money, I would think my own credit 
very poor if I could not go to the 
bank and borrow money on my own 
personal note. 


Watch These Accounts 


One kind of account that I al- 
ways keep close watch of is the one 
that gets up to, say, $50. The man 
will come in and pay you $10 on ac- 
count and in a few days will come 
in again and trade another $10 or 
more and so on, and the account is 
never reduced or paid up in full, but 
usually grows larger until it is so 
large that it is very hard to get any- 
thing on it. I always see to it that 
these accounts are reduced before 
they cause trouble and worry. 

Always have your accounts made 
out up to date, so that if a person 
comes in and wants to pay his ac- 
count you don’t have to tell him 
that your books are not posted up 
and his bill is not ready. The time 
to get the money is when a person 
is ready to pay. 

I have said a lot about what peo- 
ple owe me. How about the bills 
that I owe to jobbers and manu- 
facturers? I have a certain day 
each week on which I try and pay 
all the bills that I owe. I try and 
keep my credit as good as I would 
like to have the credit of my cus- 
tomers. It is a poor rule that will 
not work both ways. 


Don’t Withhold Statements 


If Bradstreet’s man or Dun’s 
man comes to you for a statement, 
give him the fairest and best re- 
port you can give him, for it will 
help you and make you have a good 
rating. Don’t think they are after 
the information for the sake of 
mere curiosity, and don’t be narrow 
and not give it to them. They will 
find out about you easily enough, so 
give them what they are after and 
keep your credit good. 

Never put in a financial state- 
ment anything you cannot justify 
or prove if you were called upon for 
proof. 

A merchant’s credit is estab- 
lished far more than we think on 
the basis of his reputation for in- 
tegrity. Character is even more im- 
portant than wealth, and we will 
all get further with our creditors 
if a reporting agency can supple- 
ment our report with the comment, 
“It is believed that the figures and 
statement correctly represent Mr. 
Blank’s condition,” than to have 
them say, “These statements should 
be accepted with reservations.” 


Reading matter continued on page 100 
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‘Do You Realize the Profitable Field 
: there is for Chemical Toilets? 








eA monc those who live in suburban homes on 


farms, in camps and cottages. There is a surprisingly 
large field which you can “cash in” on in a big way and 


\t with comparatively little effort. 





Pasnished either 
with wood or 
metal seat 


Iron Horse 


Chemical Toilets 


Simply display one 
of these toilets in 
your store. The 
quality of the metal 
used, the workman- 
ship and finish — 
these features, coupled 
with the fact that it is 
absolutely sanitary in 
every way, will create a 
volume of business that 
will actually surprise 
you. , 


Write today for descriptive matter and prices on this 
equipment. We will gladly furnish you, without charge, 
advertising matter for use in circularizing your trade. 


Write us today, Now !! 


ROCHESTER CAN COMPANY 


ROCHESTER, N. Y. 
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Westinghouse Electric Personnel 
Changes 


H. D. Shute, vice-president of the 
Westinghouse Electric Mfg. Co., East 
Pittsburgh, Pa., announces a reorgani- 
zation of the supply sales department 
of the company, and the establishing 
of the merchandising sales department, 
which has made necessary some impor- 
tant changes among officials which have 
been made, effective from May 1. 

J. J. Gibson, formerly manager of 
the supply sales department, has been 
made assistant to vice-president. In 
his new position Mr. Gibson will have 
charge of the activities of the supply 
sales department and the new merchan- 
dising sales department. 

Other changes made in personnel and 
transfers are as follows: A. A. Brown 
becomes manager of syndicate opera- 
tions; J. S. Tritle, formerly manager 
of the St. Louis office of the Westing- 
house company, becomes manager of 
the merchandising sales department; 
T. J, Pace, formerly assistant manager 
of the supply department, becomes 
manager of that department; C. E. Al- 
len, formerly manager of the Central 
States division of the Chicago office, 
becomes manager of the St. Louis office; 
George Baily, assistant to the manager 
of the supply department, becomes su- 
pervisor of distributing agents; A. C. 
Morrow, formerly assistant sales man- 
ager of the Westinghouse Electric 
Products Co., becomes assistant to the 
manager of the merchandising sales de- 
partment; J. J. Dorney, manager of the 
industrial division of the St. Louis of- 
fice, becomes assistant to the manager 
of the merchandising department. 


R. E. Zimmerman: Promoted 


R. E. Zimmerman, formerly direc- 
tor of research laboratory of the Amer- 
ican Sheet & Tin Plate Co., Pittsburgh, 
has been appointed assistant to S. A. 
Davis, vice-president in charge of op- 
erations, succeeding the late Robert 
Skemp. 


Edwin J. Butler Dies 


Edwin J. Butler, formerly assistant 
to the general manager of the Kelly & 
Jones Co., Pittsburgh, makers of pipe 
fittings and plumbers’ supplies, works 
at Greensburg, Pa., died at his home 
in Dormont, Pa., on April 25. 











Henry H. Shreibstein Co. 
Formed 
Henry H. Shreibstein has formed a 
company under the name of Henry H. 


Shreibstein Co. with offices and sales- 
rooms at 330 Bourse Building, Phila- 


delphia. The business of the company 
will be to act as manufacturers’ agents, 
special representatives and sales dis- 
tributors. A special department will 
be devoted to sales promotion. 

The new firm will represent several 
hardware and tool manufacturers in 
the Atlantic seaboard territory. 


T. James Fernley Injured 


Word has been received that T. 
James Fernley, secretary of the Na- 
tional Hardware Association, and W. 
H. Donlevy of Carter, Donlevy & Co., 
Philadelphia, a member of the exec- 
utive board in the association, recent- 
ly figured in an automobile accident. 
While in Boston, May 4, attending a 
meeting of the board, a taxi in which 
they were driving skidded into an ele- 
vated upright. Flying glass cut both 
men on the face, Mr. Donlevy being the 
more seriously hurt, sustaining a bad 
gash over the eye and a badly wrenched 
knee. 

Mr. Fernley attended a luncheon of 
the board later in the day, but was 
obliged to return to a hospital. Mr. 
Donlevy will probably be confined to the 
hospital for a day or two. 


William R. Dawson Passes Away 


William R. Dawson, district sales 
manager, American Chain Co., Inc., 
Pittsburgh, Pa., died May 4, at his 
home in Pittsburgh, Pa. Born in War- 
ren, Ohio, Dec. 21, 1852, he became 
identified early in life with the chain 
industry, and for the past fifty years 
has been actively interestéd in it. 

At an early age he joined the forces 
of the Hayden & Kay Co. of Chicago 
and continued in their employ, and 
that of their successors, the P. Hayden 
Saddlery Hardware Co., until the for- 
mation of the Standard Chain Co. with 
whom he continued. When the Stand- 
ard Chain Co. was absorbed by the 
American Chain Co., Inc., he became 
head of the welded sales and later was 
transferred to Pittsburgh as district 
sales manager. His long service and 
untiring activity gained for him the 
name of “Dean of the Chain Industry.” 


Heard in New England 
The Vermont Hardware Co. of 
Burlington has filed a certificate of dis- 
solution, since there is a new company 
of the same name, which has been in- 
corporated. 


Daniel J. Lenane, formerly with the 
Lenane Supply Co., has begun business 
for himself at 121 Essex Street, Law- 
rence, -Mass., under the firm name of 
Daniel J. Lenane Hardware Co. 
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National Radio Exposition in 
Chicago 

The annual National Radio Exposi- 
tion will be held in the Leiter Building, 
Chicago, June 26 to July 1. The expo- 
sition is under the direction of the In- 
ternational Trade Exposition Co., and 
promises to be well attended. Speed 
contests will be held and judges will 
award prizes for the best home made 
outfits. Educational features of radio 
will receive important attention. 

The army, navy, Government, boy and 
girl scouts and various commercial 
firms will participate. Broadcasting 
and receiving stations will be set up 
and operated. Exhibitions of all kinds 
will be on view, and it will not only be 
of great benefit to amateurs, but deal- 
ers who are selling this material. 

Milo E. Westbrooke is manager of 
the exposition, with offices of the Na- 
tional Radio Exposition at 417 South 
Dearborn Street, Chicago. 


Ladder Manufacturers Meet 


A committee of the National Ladder 
Manufacturers’ Association met at the 
Sherman Hotel, Chicago, April 25 and 
26 to hear a report by the sectional 
committee on ladders of the American 
Society of Engineers. The society is 
recommending a code of safety stand- 
ards, especially for ladders used in in- 
dustrials, and have the interest of the 
Underwriters’ Association. They pro- 
pose by means of legislation to make 
stringent penalties for the use of im- 
proper ladders. 


Areo Toy Co. Employs Crippled 
Soldiers 


The Areo Toy Co., 601 Marquette 
Building, Chicago, was recently incor- 
porated to give employment to crippled 
soldiers and will manufacture toys of 
metal, wood and composition. About 
2000 square feet of floor space has been 
secured at 519 South Clark Street, and 
the equipment will consist of small wood 
working machines, two or three punch 
presses and sheet metal shears. The 
officers are R. E. Miller, president; W. 
H. Locher, vice-president; Emil Nothin, 
secretary. 


Union Hardware Moves New 
York Office 


Announcement has been made by the 
Union Hardware Co., Torrington, Conn., 
to the effect that the firm has removed 
its New York offices from 99 Chambers 
Street to the ground floor of 151 Cham- 
bers Street. 
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HEN casters refuse to swivel, but 

drag broadside across the floor, no 
wonder the end of a housecleaning day finds 
tired muscles and wrenched and aching 
back—”’ 


(From a full-page advertisement 
of a wheel-caster manufacturer in 
a recent issue of the Saturday 


Evening Post.) 


Mr. Hardware Dealer: 


Here is a caster that cannot “drag broadside,” mar floors, or catch in 
carpets. 


And—you no longer need a big stock of casters. With the Glide Kasy, 
3 sizes cover all furniture needs, from chairs to refrigerators and from settees 
to beds. Just think what this means to you! 


“Vide Casy 
~Cup Caster 


PATENTED 


Made of one-piece construction, with no mov- 
ing parts, the Glide Easy eliminates the strain of 
wheel-casters on furniture legs and makes easy 
the movement of the heaviest furniture. 


And it is the only sanitary caster. A little 
powdered borax or other harmless insecticide in 
the cup makes furniture insect-proof. 


FREE DISPLAY LIST PRICES 
Display Easel in 3 colors, Size Ys. in. $7.20 per doz. sets 
11” x 14”, cut out for dealer in. $8.40 per doz. sets 
to insert 2” caster in the fur in. $9.60 per doz. sets 
niture leg. Substantially made of high 


: . ade tee AV ckeled 
Free—with order for a dozen grade steel, heavily nickeled, 
boxed four to the set with 


sets of each size—3 dozen in ates Sn = ne 

all. Shipping weight, 23 Ibs — e z me a A thy ne 

List Price of Assortment metal beds, list price—$15.00 , 3 sizes cover 

$25.20. LIBERAL DIS per 100 sets. Assorted in six . 

COUNT TO DEALERS. sizes. a everything from 
re - chairs to re- 


frigerators 


SANITARY CASTER CORPORATION 
28 Scott Street, Newark, N. J. 
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Notes of the Retail Hardware Trade 




















CLINTON, Iowa.—C. E. Armstrong & 
Sons, 238 Fifth Avenue, desire the 
name and address of the manufacturer 
of the “Collins” floor scraper. 


NEWBURGH, N. Y.—Weed & Bag- 
shaw, 100 Broadway, desire the name 
and address of the manufacturer of the 
“White Mountain” water power wash- 
ing machine. 


ScHouarig£, N. Y.—C. E. Willsey de- 
sires the name and address of the 
manufacturer of the “Wm. Penn” axe. 


GLANDORF, OHIO.—The Fischer Hard- 
ware & Lumber Co. desires the name 
and address of the manufacturer of 
the “Emerald” high wheel lawn mower. 


FLORENCE, ALA.—The Roberts Bros. 
Hardware Co. has moved its stock from 
Sheffield. 


PINE Buurr, ARK.—Alexander, Lock- 
wood & Co. have commenced business 
at 118 West Second Avenue, carrying 
a complete stock of fishing tackle, guns 
and sporting goods, on which catalogs 
are requested. 


GILRoy, CaL.—The Martin Hard- 
ware Co. has opened a store at 84 
North Monterey Street, dealing in the 
following: Automobile accessories, 
bathroom fixtures, belting and packing, 
builders’ hardware, building paper, 
churns, cutlery, dairy supplies, elec- 
trical household specialties, electrical 
supplies and equipment, farm imple- 
ments, flashlights, fishing tackle, fur- 
naces, garage hardware, guns and 
ammunition, hammocks and tents, heat- 
ing stoves, heavy hardware, kitchen 
housefurnishings, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, plumbing department, pre- 
pared roofing, pumps, refrigerators, 
shelf hardware, silverware, sporting 
goods, stoves and ranges, tin shop, 
washing machines and wheel toys. 
Catalogs requested on a general line of 
hardware and stoves. 


Maricopa, CAL—E. C. Dale has 
added a line of crockery and glassware, 
cutlery, electrical household specialties, 
kitchen cabinets, refrigerators, wheel 
toys, silverware, etc., to his stock. 


MIDDLETOWN, CONN.—A. B. Lane has 
moved to new quarters at 4 Liberty 
Street. 

TEUTOPOLIS, ILL.—Ferd F. Althoff, 
Inc., successor to F. F. Althoff, has 
been incorporated with a capital of 
$72,000. 

NortH MANCHESTER, IND.—A. L. 
Turner & Son, successors to’ Naftzer & 
Co., request catalogs on a line of shelf 
hardware. 

BRADFORD, IowA.—The Jewell Hard- 
ware Co. has opened a_ hardware 
and harness store here, carrying 
a complete line. Catalogs requested on 
barn equipment, builders’ hardware, 
fishing tackle, furnaces, harness, in- 
cubators, insecticides, kitchen cabinets, 
kitchen housefurnishings, paints, oils, 
varnishes and glass, shelf hardware, 
sporting goods, stoves and ranges, tin 
shop and washing machines. 

Fort MADISON, IowA.—Ralph Tripp 
has commenced business at 2502 Santa 











Fe Avenue, dealing in builders’ hard- 
ware, cutlery, fishing tackle, kitchen 
housefurnishings, mechanics’ tools, ete. 

GREENFIELD, Iowa. — The Beatty 
Hardware Co. is successor to L. D. 
Beatty. 

Maprip, Iowa.—The Madrid Hard- 
ware Co. now owns the stock of J. 
Carlson. Catalogs requested on wash- 
ing machines. 

NEw Hampton, lIowa.—Charles I. 
Crawford has engaged in’ business 
here. His stock will consist of shelf 
hardware, sporting goods, cutlery, etc. 
Catalogs requested on guns and ammu- 
nition. 


NATICK, Mass.—C. A. Lockhart & 
Son, 15 Washington Street, have suf- 
fered a fire loss. 


ApDISON, MIcH.—Clarence Carnes re- 
quests catalogs on plumbing supplies 
and automobile accessories. 


WAVERLY, MINN.—Janson Bros. have 
taken over the stock and business of 
L. J. Zimmer. 


West Point, Nes.—The Parsons- 
Brazda Hardware Co., new owner of 
the Ritter Clatanoff Parsons Hard- 
ware Co., requests catalogs on the fol- 
lowing: Barn equipment, builders’ 
hardware, churns, crockery and glass- 
ware, dairy supplies, electrical house- 
hold specialties, flashlights, fishing 
tackle, garage hardware, _ gasoline, 
gasoline engines, hammocks and tents, 
heating stoves, home barbers’ supplies, 
insecticides, mechanics’ tools, paints, 
oils, varnishes and glass, plumbing de- 
partment, poultry supplies, prepared 
roofing, pumps, sewing machines, silver- 
ware, sporting goods, stoves and 
ranges, tin shop and washing machines. 


ASBURY PARK, N. Jt — Wallace 
Nittinger has opened a store at 109 
Emory Street, handling a line of paints. 
Catalogs requested. 

CuBA, N. Y.—The Saunders Hard- 
ware Co. will commence business here, 
dealing in a general line of hardware, 
tools, cutlery, etc. 

UNaADILLA, N. Y.—The Unadilla 
Hardware Co., Inc., is successor to the 
Unadilla Hardware Co. 

ARDMORE, OKLA.—S. A. Rawlins has 
purchased the interest of A. C. Young 
in the A. B. Rawlins Co. 

PHILADELPHIA, PA. — Frederick 
Weidemann has commenced business 
at 2931-2933 Frankford Avenue, doing 
both a wholesale and retail business in 
the following: Automobile accessories, 
automobile tires, bathroom fixtures, 
belting and packing, bicycles, builders’ 
hardware, building paper, crockery and 
glassware, cutlery, electrical household 
specialties, electrical supplies and 
equipment, flashlights, fishing tackle, 
furnaces, garage hardware, guns and 
ammunition, hammocks and _ tents, 
heating stoves, heavy hardware, home 
barbers’ supplies, incubators, kitchen 
cabinets, kitchen  housefurnishings, 
linoleum and oilcloth, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, plumbing department, poul- 
try supplies, prepared roofing, re- 
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frigerators, shelf hardware, sporting 
goods, stoves and ranges, toys and 
games, washing machines and wheel 
toys. Catalogs requested. 

SoutH Boston, Va.—W. L. Penick 
has purchased the hardware store, 
stock, fixtures, etc., of the firm of R. A. 
Penick & Son, R. A. Penick -retiring. 
The business will be continued without 
any change in the firm name by Mr. 
Penick, who has been connected with 
the old firm for thirty years. 


LYKENS, PA.—The Blanning Hard- 
ware Co. of Williamstown has _ pur- 
chased the buildings, stock, etc., of 
Charles A. Hoff, and will operate the 
store. The new owner will continue to 
carry the same lines, including sport- 
ing goods, paints, oils, stoves, furnaces, 
tinning, plumbing and steam fitting. 
The concern’s business is both whole- 
sale and retail. 


BowbLe, S. D.—H. B. Bear is re- 
entering the hardware business under 
the name of the Zenith Hardware. His 
stock comprises the following, on which 
he requests catalogs: Barn equipment, 
bathroom fixtures, belting and packing, 
bicycles, builders’ hardware, churns, 
cutlery, fishing tackle, furnaces, garage 
hardware, guns and ammunition, ham- 
mocks and tents, heating stoves, heavy 
hardware, home barbers’ supplies, 
kitchen housefurnishings, linoleum and 
oilcloth, mechanics’ tools, plumbing de- 
partment, pumps, refrigerators, sew- 
ing machines, shelf hardware, sporting 
goods, stoves and ranges, tin shop and 
washing machines. 


JEFFERSON CiTYy, TENN.—The Bowers 
Hardware Co. is purchaser of the 
Jefferson City Hardware Co. stock. 


GOLDTHWAITE, TEX. — The Bodkin- 
Fairman Co. stock has been sold. E. T-. 
Fairman is the purchaser. 


SAN ANTONIO, TEX.—The C. B. Wal- 
lace Hardware has opened a store at 
309 West Houston Street and requests 
catalogs on shelf hardware and special- 
ties, baseball goods, fishing tackle, 
guns and ammunition, paints and var- 
nishes, enamel and aluminum ware. 

TEMPLE, TEX.—The Edward Fechner 
Co. has commenced business here. 
Catalogs requested on a general line of 
hardware, sporting goods, electrical and 
plumbing supplies and crockery and 
glassware. 


GREEN Bay, WIs. — The Central 
Hardware & Paint Co., 215 North 
Washington Street, carries a stock of 
automobile accessories, barn equipment, 
builders’ hardware, building paper, 
churns, cream separators, crockery and 
glassware, cutlery, electrical household 
specialties, flashlights, fishing tackle, 
guns and ammunition, heating stoves, 
incubators, insecticides, kitchen house- 
furnishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, re- 
frigerators, shelf hardware, silverware, 
sporting goods, stoves and ranges, 
washing machines and wheel toys. 

Ripon, Wis.—The Barlow & Seelig 
Co. has suffered a fire loss to the ex- 
tent of about $60,000. 
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FURNACES 


The present low price is not a special order grabber, but still you'd 
better get your order in now to insure prompt delivery. 


The SUNBEAM price enables you to meet any competition and 


you a nice, long profit. Installation is easy, requires 


no special help and makes friends wherever it is installed. 


steady customers in line and make new ones for your 


store, by selling this quality pipeless furnace. It burns wood as 
well as the standard furnace coals, giving out a warm, moist air 
that will thoroughly warm the home. 

If you handle pipe furnaces, we build them too, giving you the same 
price and profit advantage as on the pipeless. Send for our Sun- 
beam Book. 


CYhe FOX FURNACE CO. 
Elyria, Ohio. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 











Soft Faced Hammer 


Channon-Hughson Co., 227 West 
Erie St., Chicago, has placed on the 
market the Chanson soft faced hammer. 
It is very useful and practical in the 














Chanson Soft Faced Hammer 
erection and dismantling of machinery 
and autos. It is very useful for in- 
stalling and removing parts of ma- 
chinery such as gears. The body of the 
head is made of steel and is provided 
with a slanting hole leading from the 
middle section of the body to the side 
so that the plugs can be driven out 
when it is necessary to remove them. 
The Plugs are preferably of copper but 
can be of rawhide, babbitt, fibre or any 
soft material. 


Bronze Bull Ring 


The Wagner Specialty Co., Burling- 
ton, Wis., has placed on the market 
the Pierceasy bronze bull ring. It is 
made of a very high and smooth finish. 


The Pierceeasy Bull Ring 


It is a quality product for the use of 
stockmen. The sharp smooth point 
cuts a clean hole. It is made in three 
sizes. 


Quick Cutting Can Opener 


The Consolidated Took Works, Inc., 
296 Broadway, New York City, has 
placed on the market the Pilot Can 
Opener said to be quick cutting, non- 


Pilot Can Opener 
slipping, easy to grip and easy to use. 
It is well finished and looks well on the 
display card furnished to dealers. The 
display card is made for one dozen. 


All-Steel Beater 


The United Royalties Corp., 1133 
Broadway, New York City, have placed 
on the market a new all steel beater 
known as the Ladd Beater No. 00. The 


Ladd Beater No. 00 


device has wood handle, white_ en- 
ameled. Its action when working is 
positive, making it easy to use. It is 
easily cleaned and kept clean. 


Attachment Makes Locks 
Burglar Proof 
An ordinary door lock can be made 
burglar-proof, according to the Boyd 
Fuller & Co., 8454 Grand’/River Avenue, 
Detroit, Mich., if you use their Shur- 
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Shurlock Attached to Door 


lock attachment. This device is instant- 
ly applied without the use of tools and 
will fit any doorknob. It does not mar 
the woodwork and is nicely finished in 
brass. It fits over the doorknob and 


key when the latter is in a locked posi- 
tion. The key cannot then be “worked” 
by burglar tools from the outside. 


Thickness Gage with Lock 


The Patent Lock on Thickness Gages, 
just brought out by the Lufkin Rule 
Co., Saginaw, Mich., is said to be an 
entirely new thing and a feature of 
much interest to all users of such gages 
or feelers. By means of a locknut any 
one or more of the leaves can be locked 
and held firmly in any position. This 
feature adds to the value and con- 
venience of gages on all classes of 
work. 

In a special way certain of these 
gages will appeal to automobile me- 
chanics and garage repair men. For 
example, in making adjustments of 
tappets on motors the leaf in use be- 
ing held firmly by the locknut permits 
the use of the gage in its full length 
of 5% inches, and the feature of the 


locked leaf is almost indispensable 
where work must be done at an angle, 
as on V type motors. Then, too, gages 
No. 06 and No. 07, 6 and 7 leaf, con- 
tain only the thicknesses most common- 
ly used in automobile work, and while 
first class tools, yet can be offered at a 
popular price. 

No. 06 carries leaves sizes .002, .003, 
.004, 008, .010 and .015; No. 7 is same 
with the addition of .0015 leaf. No. 09 
has 9 leaves, a good range of sizes. On 
these three gages the .015 leaf and 
name plate form the case and the oth- 
ers when closed and locked are well 
protected. No. 109 is a 9 leaf, same as 
09, but with regular case. On al] the 
blades are % inch wide and three 
inches long. On these gages any two or 
more leaves separated from the others 
and locked convert the tool into a limit 
gage. The removal and inserting of 
blades are easily accomplished. 


Reading matter continued on page 106 
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The Windows that Always Please 


When you sell window hardware to a man you want to know that he is going 
to be satisfied. flis satisfaction means increased business and a bigger income 
for you. 
Nearly every home owner wants a sun parlor and sleeping porch these days. 
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Any room can now be made to include their advantages through the use of Jt 
. ’ AiR-Way Multifold Window Hardware. AiR-Way provides for G 

Many hardware items ofin- 4 full opening of any width—the windows fold back without c} 
terest to the dealer are listed —_jnterfering with either screens or draperies. They may be com- C3 
in our new catalog. You pletely or partially closed in an instant. Absolutely weathertight. s ) 
should have a copy of it. — ‘ {> 
Ask for Catalog A-4. AiR-Way Multifold Window Hardware is being regularly adver- cy 
tised to over a million architects, builders, and present and pros- = 

“ower a pective home owners. This whole-hearted co-operation on our FJ 
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vart makes ArR-Way easy and profitable for you to sefl. 
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If you are not already carrying Air-Way 
Multifold Window Hardware in stock, it may 
be quickly secured from our nearest branch. 


AURORA, ILLI NoIS,.U.S.A. 


Minneapolis Chicage New York Cleveland 

Philadelphia Boston St. Lois Indianapolis 
RICHARDS-WILCOX CANADIAN CO L®# 
Winnipeg LONDON, ONT. 
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Slidetite 


Manufactured by Richards-W ilcox, 
do w hardware Imitation 1s the 


is the original sliding-folding gar- GC 3c HE ; tert ang 


age door hardware. 
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Is the most widely imitated garage 
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Cyclone Fence Company Put 
Out New Product 


Everyone is looking for merchandis- 
ing ideas. Several good ideas for in- 


creasing sales are suggested by a prod- 
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One use for Cyclone Utility Basket 


uct recently put on the market by the 
Cyclone Fence Co., Waukegan, IIl. 

This product has been aptly named 
the Cyclone Utility Basket. The spring 
season—clean-up time—should find this 
product in favor for burning rubbish. 
Waste paper, rubbish, leaves and all 
combustible material can be burned 
without scattering burning fragments. 
The fine 1%-inch mesh eliminates dan- 
ger of spreading the fire. 

This basket also serves as a conveni- 
ent receptacle for the disposal of paper 
and refuse in parks, playgrounds, at 
street corners and other public places. 
It is strong and sturdy. As the inter- 
sections are electrically weided it 
should last many years. 

Every home has need for a basket of 
this kind. It makes a first-class clothes 
hamper for closet, back hall or base- 
ment. Made of crimped wire and at- 
tractively painted, it is not only sightly 
but can be kept sanitary. It is made 
in two sizes. Its tapered shape permits 
compact nesting of baskets for ship- 
ping and also on the dealer’s floor 
or warehouse. Covers are also nested 
for shipping. 


Aluminum Recipe File 


The collection of recipes for new and 
tasty dishes holds a fascination for the 
average housewife. She appreciates, 





Priscilla Recipe File 


too, the need of some systematic meth- 

od of filing these recipes so that she 

can readily find them when wanted. 
The Priscilla Recipe File shown here 
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is a new idea in aluminum and appeals 
to feminine taste. 

This recipe file is an item taken from 
Priscilla Ware, manufactured by the 
Leyse Aluminum Co., Kewaunee, Wis. 


New Desk Lamp 


A new desk lamp has recently been 
placed on the market by S. Robert 
Schwartz and Bro., 729 Broadway, New 
York. This lamp has been specially de- 
signed to meet the demand for an inex- 
pensive gooseneck type of desk lamp 
and is trade-marked “Esrobert.” 

The No. 310 desk lamp has a heavy 
cast iron base (ornamental design), 
8 in. long and 5% in. wide, and is 
felted on the bottom. It has a brass 
parabola shade and 12-in. brass phlex- 
arm that provides adjustability to any 
angle desired. Every lamp is com- 
pletely wired with association key sock- 
et, 10 ft. new code parallel mercerized 
cord and two-piece Association plug. 

No. 310 is furnished in two distinc- 
tive finishes—verde green and antique 
bronze. Each lamp is completely 


Esrobert Desk Lamp No. 310 


wired and individually packed in a cor- 
rugated carton, with a label on the front 
showing a picture of the lamp, its num- 
ber and its finish. 


New Blade Stropper 


The X-N-Trik Blade Stropper, manu- 
factured by the Pike Manufacturing 
Co. of Pike, N. H., embraces a new 
principle whereby the user obtains that 
much desired diagonal stroke adopted 


























Three Ringo Brand Soap Dishes 
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by barbers. At the start of each for- 
ward and back stroke the blade holder, 
by a little wiggle all its own and posi- 
tively automatic, assumes the correct 
oblique stropping position. The user 
creates this stroke in spite of himself. 
It is this eccentric action which pre- 


X-N-Trik Blade Stropper 


vents him from going wrong, for the 
X-N-Trik will work but one way. 

There is nothing complicated about 
the X-N-Trik Stropper to bother the 
mechanically blind. Blades with thick 
backs are simply inserted into the per- 
manent holder. 

Thin, double-edged blades are first 
inserted into auxiliary holder, and are 
pushed into permanent holder. In both 
cases a few strokes forward and back 
then do the business. 

It is said that the X-N-Trik blade 
stropper will smooth out and align the 
tiny, microscopic teeth of a _ safety 
blade. 


Three New Soap Dishes 


The American Ring Co., Waterbury, 
Conn., has added three new soap dish 
models to its line of Ringo Brand 
bathroom fixtures. Two of these arti- 
cles are made from wrought brass, high- 
ly polished and heavily nickel plated. 
The illustrations show clearly the styles 
offered. One model it will be noted is 
built in combination with a _ glass 
holder. The third soap dish, the one 
with the wire basket construction, is 
made from solid brass. 
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Meet Mail-order Competition 


with 


OU can display the goods in your 

store better and more attractively 
than any mail-order competitor can 
possibly display similar goods in a 
catalogue. 


The “DULUTH” Unit System of 
Sectional Store Furniture—the correct 
combination of Show Cases, Display 
Cabinets, Shelving, Drawers and Bins— 
will positively outsell the best mail- 
order catalogue ever printed. It has 
more visual display appeal than the 
printed page, plus the living personality 
of your clerk or salesman. 


You can equip your store with 
“DULUTH?” sales-making equipment by 
a surprisingly small initial investment. 


Start, if necessary, with a single unit 
consisting, say, of Base and Display 
Cabinet for tools. This will earn the 
cost of the next unit, exactly matching it, 
which can be added when you are ready. 


The excellence of “DULUTH” Equip- 
ment shows in fine materials, substantial 
construction and attractive design and 
finish. “DULUTH” on store equipment 
always means QUALITY. 


Send us a rough sketch showing 
ground-plan and dimensions of your 
store and get our suggestions, without 
cost or obligation to yourself. Please 
write us NOW, for you owe it to your- 
self to investigate the service we can 
give you. , 


DULUTH SHOW CASE CO., 4905 Wadena St., Duluth, Minn. 
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Three Purpose Safety Signal 
The K & Mc Novelty Co., 403 Jackson 
Street, Toledo, Ohio, believes that their 
Da-Nite light, which supplants the 
stock tail light, multiplies by three the 
efficiency of this light. The Da-Nite as 
seen in the illustration has three sep- 
arate lens. The one with the word 











Da-Nite Signal Light 


“SLO” shines in red upon slowing up 
or stopping the car. This operates 
from the brake rod. When the car is 
parked the tail light is showing in red. 
In action the other large size lens shows 
up in green. This flashes the moment 
the clutch is engaged and keeps lighted 
as long as the car moves in gear. If 
the foot brake is applied the green light 
disappears and the “SLO” sign flashes. 

Action is entirely automatic with 
this light. It may be applied horizon- 
tally or vertically at will. 





Headlight Control in Handy 
Location 


The Rex headlight control, made by 
the Rex Manufacturing Co., Fond du 















Using Rex Control 





motive products. 


Lac, Wis., places the lighting control 
directly below the steering wheel on the 
column. A large size lever switch op- 
erated by the pointer finger (not inter- 
fering with driving) governs the head- 
light, which may be regulated from a 
dim glow to a sharp penetrating beam. 

This device may be used on any car 
with any lighting equipment. It is 
easily installed. 


Spotlight Operates from Inside 


The Cincinnati Lamp and Bracket 
Co., Third and Race Streets, Cincinnati, 







Innercontrol Spot-Lite 


Ohio, offers the trade the Innercontrol 
Spot-Lite, which may be controlled 
from the driver’s seat in either an open 
or closed car. The outfit comes com- 
plete for installation. The light may be 
placed in the usual position on the 
windshield frame. A short arm with 
a handle extends to a point convenient 
for the driver. This arm controls the 
lamp at the driver’s will. This is very 
handy in bad weather or in bad going 
as the driver can operate the lamp 
without removing his eyes from the 
road ahead. This lamp is equally as 
effective on cars with wind wings or 
deflectors. 


Two New Roffy Products 
The Standard Corp., Columbus, Ohio, 
has placed on the market two new auto- 
They are the Roffy 
Spotlight and the Roffy Mirror. 


driving light gives very efficient illu- 
mination without a dangerous glare. A 
27 candle power frosted tip bulb is used 
and recommended for replacements. 
The reflector is said to be of high grade 
crystal glass blown by a special process. 


Roffy Spotlight 


A patented bracket with a universal 
joint to permit adjustment is found on 
every lamp. The Roffy spotlight may 
be easily detached from the windshield 
bracket and used as a trouble lamp. 

The Roffy Tele-Vision Mirror has a 
cast lens blank that has been ground 
and polished on both sides—one plain 
and the other 50 minus. 









Tele-Vision Mirror 








